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SELL...TO EVERY BUSY PERSON 


EATON'S _ ltl “AT-A-GLANCE" 


RECORD BOOKS 


No matter what your customers have to remember, you can sell them a 
Nascon “At-A-Glance” Record Book to fit their needs. For business, social, 
professional use, the smartly-styled Nascon line offers the terrific sales appeal 
of simplified living to busy people of every type . . . and delivers handsome 
profits to you. WRITE FOR THE 1959 Nascon CataLoc Now! 


THREE NASCON BEST-SELLERS 























NASCON MONTH AT-A-GLANCE 


Desk Size 
NASCON WEEK AT-A-GLANCE Full month of appointments, deadlines 
NASCON DAY AT-A-GLANCE in Desk and Pocket Sizes and plans can be entered on each 
Desk Size Full week of engagements or memoranda double-page spread. Additional section 
Full day of quarter-hour appointments on each double-page spread. Also, an of perforated pages for detailed notes. 
from 8 A.M. to 9 P.M. on the single indexed address section. In simulated Simulated and genuine leathers, in 
page. In simulated and genuine leathers, and genuine leathers, in library colors library colors and pastels. Retail: $1.75 


in rich colors. Retail: $2.50 to $6.25. and pastels. Retail: $1.45 to $6.25. to $6.50. 


Check your stock of NASCON=- 
the complete line more customers BUY<-to REMEMBER 




















(— Popular Nascon Favorites For The HOME Important Nascon Books For BUSINESS Use 7 
In These Sizes In These Sizes 
VEST- VEST- 
DESK POCKET POCKET DESK POCKET POCKET 
Month At-A-Glance x Day At-A-Glance x x 
Engagements to Remember x Week At-A-Glance x x 
Tel-Address x x x Month At-A-Glance x 
Duodex Memo Books x 4-Days At-A-Glance x 
Memos-To-Me x x Appointments At-A-Glance x 
Auto Record x Desk Calendars x 
Home Maintenance Record x Tel-Address x x x 
Household Budget and Expenses x Phone Memos At-A-Glance x 
School Record x Auto Record x 
Birthdays At-A-Glance x Expense and Tax Record x x 
Trip Diary x 
— —, . x COMPLETE DESCRIPTIONS OF THESE AND 
emembrance Recor x 
aie anh tine Memed “ OTHER NASCON PRODUCTS IN THE 
Guest Books a 1959 NASCON CATALOG. 
\ Monty Obligations x SEND FOR YOUR COPY NOW. / 
















ATA-GLANCE+ Nascon once: Products 
C Products 


NASCON PRODUCTS DIVISION, EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS 
Showrooms: NEW YORK, 475 Fifth Avenue e CHICAGO, 6 North Michigan Avenue 
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NEW 


250,000 8 


Main | 
Plant: 











With new Marketing Director 
Alice Gail at the helm, 





















the Art Guild family lines up this way: 
ART GUILD + Greeting Cards 
~{ , ENCORES °« Studio Cards 
on eTiritr Mite, MERRIE CHRISTMAS © Personalized Cards 
See them all at the 
STATIONERY SHOW! 
















250,000 sq. ft. on ten acres of land 


Everything's new about the country’s top Contemporary 
Greeting Card Line except its usual, unusual values 





SINCE 1907 FREE Greeting Card Merchandising Kit 


Everything you need to help you sell more cards: 
window and counter easels, greeting card bags 
window streamers, display photos, etc. 

ART GUILD, 3280 Broadway, New York 2 
Rush me FREE greeting card merchandising kit. 


OF WILLIAMSBURG, INC. 


NAME 





ADDRESS__ 
CITY. 





Main Office: 3280 Broadway, N. Y. 27 + Regional Sales Offices: Kansas City, Los Angeles, San Francisco 
Plant: Webster, Mass. + MEMBER OF THE NATIONAL ASSOCIATION OF GREETING CARD PUBLISHERS 
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introduce 
TAPEMASTER #70! 





Seal-C)-matic 


offers the 








Hottest Protit 


Package of 56. 


Clear away space on your counter for the biggest free-wheeling 
deal Seat-O-Matic has ever offered. We're pulling out all the stops to 

our revolutionary new automatic tape dispenser, the 
OVER 50% DISCOUNT on this amazing package deal, including 10 
rolls of gummed tape with your name, address and advertising message 


imprinted 20,000 times. 


You've seen “Limited Time” offers used and abused, but we mean it. 
Come heaven or high water, it will not be repeated. 
Offer expires May 15, 1958. 














Here’s what you get: 
2 TAPEMASTERS +70—list $24.50 each ........ $49.00 
New 12” automatic tape dispenser. Chrome 
top. 100% JAM PROOF, RUST PROOF. Rub- 
ber wheel action gives world's easiest tape 
feed. Double water box. 
2 JEWEL 3” MOISTENERS—list $4.25 each .... 8.50 
Chromed brass and zinc construction. Every 
office needs one. Quick turnover. Rustproof. 
Pure bristle brush. 
1 LIGHTNING BRUSH SEALER—list $10.95 each 10.95 
Popular 3” pull-type dispenser. Subway 
feed for easy pull of tapes. Rustproof water 
box. Pure bristle brush. You can't afford to pass up 
1 FLASH BRUSH SEALER—list $7.50 each ........ 7.50 this profitable DEAL. The 
1%” pull-type dispenser. Exclusive remov- question 1s, HOW MANY 
able rustproof water box. NON-CLOG roller combination packages do you 
feed for uniform flow. Positive end-to-end need to take care of your 
moistening. customers who want and use 
these revolutionary dispensers, 
20,000 ADVERTISING LABELS in Roll Tape Form— moisteners, and sealers? 
imprinted with your name, address and ad- Order today from your local 
vertising message -................... Valued at..... 24.05 distributor or write direct to 
Advertise your business with this tape im- us. Remember . . . this deal 
printed with your message. Use our cuts or expires May 15, 1958. 
send us your own. Choice of colors in tape 
and printing. 1” Tape width — , 
TOTAL VALUE $100.00 | —eal-C)-matic 
YOUR COST $49.95 DISPENSER CORPORATION, 
YOUR PROFIT $50.05 Dept. MS-4, 169 Murray St., 
Newark 5, New Jersey 
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DEAR READER: 


At this particular time of the year 
it should become a shade easier to 
sell home office supplies to the gener- 
al public. It’s income tax time. And 
is the April 15 filing deadline ap- 
proaches, the scurrying for receipts 
and cancelled checks will become 
more furious in thousands of homes 
across the country. 

At a time like this it’s a simple 
matter to point out to homeowners 
that there is equipment better made 
for filing purposes than are old 
apple cartons and odd corners of the 
buffet. 

In this connection, it was encourag- 
ing to see how quickly the industry 
responded to a tax ruling on reim- 
bursed expenses. Almost as an echo 
to the first news stories of the ruling 
came the announcements by a_ half 
dozen or so companies of new forms 
and folders to facilitate the additional 
record-keeping. 

This issue contains our annual pre- 
view of the National Office Furni- 
ture Assn. Convention-Exhibit,  start- 
ing on page 28. It promises to be a 
more colorful event than ever with 
s “Boulevard of Style’’ theme and 
we hope to see a number of you in 
Philadelphia the last four days of 
March. A dealer who now has his 
own “boulevard of style” is described 
on page 18. 

Also in this issue, on page 20, we 
welcome to our pages a new consult- 
ing editor, Dr. Gordon B. Cross of 
the School of Retailing, New York 
University. Having completed the 
series of articles by sales expert Dr. 
C. L. Lapp, we are beginning a new 
series by Dr. Cross. His first article 
gives many ideas for improving your 
self-service displays. 

On page 22 you can read how one 
stationer solved the problem of train- 
ing young men for outside sales work. 
He has found a novel way to ease the 
transition from stock room or order 
office to outside selling. This is im- 
portant in an age when many fear 
that selling is a lost art. With the 
1930's depression generation now 
teaching maturity, it’s also important 
to know where your next salesman is 
coming from, 
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COVER: Hundreds of pieces of new office 
furniture will be on display for this kind 
of inspection — and admiration — during 
ale the 1958 NOFA Exhibit at Philadelphia. Con- 
Sitio vention details appear in a pre-convention 
we report starting on page 28 and many of the 
new furniture pieces appear in our regular 

New Products section. 
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NEW VENUS PEN-SERVICE-BAI 
Nells America’s 3 Top *1 Pen Styles 


TO EARN YOU A 50.7% PROFIT 


t dd \ 


VENUS 


pick the pen style 
you tike the best 





——=—=_— / | 


VENUS REPLACEABLE POINT Pe / 


ee 


ae Lag riipoh PEN 





~ LONGER PERFORMANCE BALL PEN 
” GIANT* ; 
REFILL \. 
WRITES 5 TIMES LONGER 


than ares inary stim retiite 
ry 





f Fall ells u Vel W A ¥ 


Exclusive “crystal clear” showcase invites customers to select ...and buy! 
Here’s a brand-new customer-stopper from Venus that means extra profits, faster turnover for you. 
Compact, convenient, this striking counter unit lets your customers pick the Venus $1 pen style they 
like best: the Venus Longer Performance Ball Pen, the Venus Autograph “fully hooded’”’ Fountain 
Pen, the Venus Replaceable Point Pen. Powerful national advertising spearheaded by compelling 
ads in The Saturday Evening Post send traffic your way. Be ready. 


.. order the Venus Pen-Service- 
Bar (Deal 2160 AD) from your jobber now. 


Venus Pen & Pencil Corp., Hoboken, N.J. 
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& lettet,from Washington...r 


MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 

March 15, 1958 


The surrender of some top proponents of fair trade -- General Electric, 
Sunbeam, Toastmaster, etc. -- could actually lead to a revival of resale 
price maintenance rather than its death. 





Retailer groups, particularly the druggists, are bombarding their 
congressmen with demands to get behind the bill of House Interstate 
Commerce Committee Chairman Harris (D., Ark.), which would not only rein- 
state fair trade as a federal law but would require the Federal Trade 
Commission to enforce it. 


Parker Pen Co. remains among the few to hold on to fair trade con- 
tracts in the 30-odd states where resale price maintenance is still 
operative. 


A substantial increase in the rate for business reply envelopes and 
for packages under business reply labels was voted by the House and is 
pending before the Senate Postoffice Committee. 





The bill, which is separate from the general postal rate bill, would 
give the Postmaster General power to raise business reply rates to a point 
equalling the postoffice cost in handling such mail. Present losses run 
to about $750,000 annually. Existing law permits a charge of no more than 
two cents above the first class mail rate for business reply mail. 


Pump-priming continues to be the rule as the Administration and Con- 
gress become more worried about the business recession. The Administration, 
still committed to manipulations of the money supply as a boost to the 
economy, may be forced soon into more direct measures. 





The latest move was the drop in the bank reserve requirements. This 
had the effect of freeing almost $500 million around the nation -- money 
which the banks formerly had to hold in reserve. Another cut in reserve 
requirements is expected around April and there also is likely to be still 
another reduction in the discount rate, which would ease interest rates 
on bank loans. 


Democrats in Congress don't think these financial moves are enough, 
either practically or politically. The old idea of a Public Works Admin- 
istration is being dusted off again and may be voted on a standby basis. 
Moves for a gigantic housing aid program also are shaping up. A speed-up 
in the multi-billion highway program is under consideration. Democrats 
want to freeze farm price supports to head off any decline in these prices. 





Increased spending for defense and education also is being recommended. 
How much, if any, of this program will ultimately be enacted depends 
on the business situation as of late spring and early summer. 


The fate of tax cuts also is linked to April-May business conditions, 
In preparation, the staff of the Joint Congressional Committee on Interna 
Revenue has come up with an analysis of 18 separate tax-cutting plans, 
none of which would be very profitable to the average individual. 





An idea advanced by some Republicans, for example, would reduce taxeg 
10 percent on the first $2,000 of income and 5 percent on amounts over tha 
This plan would cost the Treasury about $2.8 billion annually. For a 
married couple with two children, in the $8,000 bracket, the tax saving 
would be $120. 


A straight 10 percent cut favored by other Republican members of 
Congress would cost the Treasury $3.6 billion. It would save the same 
couple $159. 


A proposal by some Democrats is for a $20 credit for each exemption. 
This would cost $2.5 billion and would save the $8,000 couple with two 
children $80. 


"Quickie" tax relief, which is gathering support as a one-time shot 
in the arm for the national economy, would reduce the withholding rate fro 
18 percent to 9 percent for a six-month period starting July 1, 1958. Thig 
would cost the Treasury some $7 billion. Ona salary of $150 a week, a 


taxpayer with four exemptions would have his withholding reduced by $229 
Over the six months. 


A semiannual report of the Small Business Administration (SBA) notes 
that rising costs reduced the net of small firms during 1957. Failures 
in the small business category also increased 8 percent above 1956. 





The eight top problems of small businesses, the SBA report said, are 
the impact of taxes, rising labor costs, labor-management relations, the 
profit squeeze, competition of imports and from large businesses, com- 
petition from tax-exempt cooperatives and inadequacy of management. 


An SBA regional advisory group comprised of 40 business leaders has 
informed SBA there is a great need for more money for small business and 
for better public relations on the part of the agency. The group also 
suggested that in a time of inflation the size limit for a firm to be 
Classified as small should be lifted from the present $1 million to $2 
million. 


The Internal Revenue Service has issued an optional tax table to make 
it easier for store owners and others subject to the self-employment social¥ 
security tax to figure out what they owe. The self-employment tax rate 
for calendar 1957 is 3-3/8 percent. By referring to the table, the tax- 
payer can avoid having to figure with fractions. The new table is based 
on a provision of law permitting use of rounded dollars rather than exact 
dollars and cents figures. 





IRS also has issued a ruling which holds that the manufacturer's 
excise tax on business machines applies to check and number perforating 
machines, but not to such perforating machines as fixed die, receipting and 
certain dating machines. 
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W 254 (illustrated),— Padded rayon moire 
W 252 — Padded simulated leather 


oe To Retail at $5.00 
be OLE INN To motel 1-74 bh? 
Publishers 


NORWALK, CONNECTICUT 
Fine Albums Since 1872 « N. Y. Showroom: 225 Fifth Avenue | 
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Olivetti dealers feature two highly saleable portables 
graduation: The Lettera 22 (shown), and the Studio 
both in colors, retailing for $88 and $123, plus FET. B 
offer all features of office typewriters, plus excl 
Olivetti features. Both offer dealers full-profit oppo 
ties on each sale. Both are trouble-free machines; Oli 
has made more than a million portables. Powerful 
advertising supports Olivetti dealers, with four Life 
in color during three months ending June. For info 
tion, write Portable Division, Olivetti Sales Corporati 
580 Fifth Avenue, New York 36, New York. 


olivetti 
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Evidence from a five-year study shows the retailer has much to gain from making 
every day a tag day. A survey sponsored by the Tag Manutacturers Institute 
found that tagged merchandise outsold untagged merchandise every time. The 
color of tags and their size were found to be important, too. In the sale of 
appliances, for instance, large tags are superior to small tags 

* * * k ke kx 
A modern adding machine or printing calculator is more accurate than even a 
very fine watch. It has to be, says H. M. Wilson, quality control officer for 
Victor Adding Machine Co. While a watch that is a few seconds off is considered 
excellent, an adding machine that is only one digit off is utterly worthless 
More business firms failed the first week in February than in any previous week 
in nearly 18 years, according to Dun & Bradstreet. This report brings to mind the 
observation of a federal district judge who made an exhaustive study of bank 
ruptcy cases. “At least three-quarters of the nation’s bankruptcies could be 
avoided,” he said. “The most important cause of bankruptcy is the failure to keep 
proper books.’ 

* *« * * * #* x 
The art of “picking a winner” from hundreds of ideas can cut the new-product 
fatality rate to a minimum, according to one manufacturing official. “It is kind of 
like a stud poker game,” says Samuel C. Johnson, Racine, Wis. “Our objectives 
are to pick product ideas with the lowest risk and the highest possible return. I 
you bet on every hand, by the time you do get aces back to back you have neither 
the heart nor the resources to put your strength behind a winner. 


“The small businessman has greater flexibility in his business to move and move 
speedily,” an economist points out. “He has a closer working relationship with 
his employees. He can run rings around big business on special orders. He doesn't 
have the program, so necessary to big business, of having to consult, to chart, to 
put in writing and to go through an unusual number of authorities in the 
business to do special things for his customer . . . He doesn’t have to look up the 
policy manual; he makes the policy. And, make no mistake about this, the 
efficient small businessman generally has a better percentage of earnings ot 
sales than big business 

* * * 
“American business is facing a revolution in office methods that can surpass th 
changes wrought by the typewriter, the adding machine and the punched card, 
says John E. Johnson, marketing chief for Datamatic. By using electronic brain 
systems, he says, it will become possible to eliminate all but the original piece of 
paper in the present “blizzard of paperwork. 

. Oe BS Boe 
U. S. population totals over 172 million, “but we must always remember that 
population growth is not demand,” says William E. Robinson, Coca-Cola presi 
dent. “It is only an opportunity and we must remember that it is not our 
opportunity exclusively 

* *« * * * * & 
Retail sales are lost because the sales person often lacks motivation and a feeling 
of “involvement in the affairs of his store,” according to John J. McCarthy, G. I 
consultant. He suggested that retailers examine their personnel relations mor« 
closely to create employment climates which recognize the employee's “need to 
belong, the need for recognition, the need for emotional security and the need 
for financial security 





Executive Desks 1 


Steelcase Inc. has introduced the 
Flight Line as a new concept in 
smartly styled executive desks. Show 
piece of the line is the Sabre desk 
shown here, designed to double as 
an executive desk and conference 
table 
Others in the Flight Line are the 
Delta, with a massive 81°" by 40 
and useful overhang on three sides 
and the 7-drawer Titan which has a top measuring 78” by 38 
The line is available in three standard Steelcase colors or can be 
ordered in any of five Sunshine-Styled colors 


Aluminum Base Chair 


A cast aluminum base with 22-inch 
spread has been developed for the new 
secretarial posture chair made by Stylex 
Seating Co The base has - satin 
aluminum scuff areas and a_ baked 
enamel finish to match the chai 
frame 

Naugahyde upholstery is offered in 
nine colors. Cushions and backrest are 
latex. The chair and others are shown 
in the new Stylex catalog 


Large-drawer Table 


Addition of new large drawers in 
their all-steel Multimaster tables has 
been announced by the Stacor Equi; 
ment Co., makers of drafting roon 
equipment 

The 30° by 50” size 
drawers 19" by 19" by 3 
by 60” and the 34 
drawers 37° by 26" by 
of the three sizes comes 

height for office or conference use and in a 37” height for 
comfort and convenience as a drafting room reference t: 


Upholstered Chairs 


Che 6000 group by Lehigh Furniture 
Corp. consists of fully upholstered 
chairs at a moderate price for custom 
installation. They are available with 
walnut or aluminum legs for use as 
conference or desk side chairs; and with 
walnut or cast aluminum bases as 
adjustable swivel chairs 

The group will be exhibited for the 
first time at the April NOFA conven- 
tion 


Typewriter Pad 5 

The Rivet-O Mfg. Co. has introduced a typewriter pad 
made of sponge rubber. Known as “Speed-Mo Model 100,” it 
measures 11” by 13” and retails for 69 cents. 

Pads are shipped bulk with a dealer discount of 50 percent 
when ordered in dozens and an additional 10 percent on orders 
for six dozen or more. On orders for a gross or more, a dealer's 
mame, address and phone number will be stenciled on the 
bottom. 


12 


Safe-Chest 


A Safe-Chest Combination offering 
certified protection from both fire and 
burglary has been introduced by Die- 
bold, Inc. The combination carries these 
labels Underwriters Laboratories 
Class C and T-20 label, Underwriters 
Laboratories Approved Re-locking label, 
Safe Manufacturers National Association 
C Label and the safe and Class 4 label 
on the chest 


The company says this certified pro- 
tection means a reduction of up to 73 percent in insurance 
premiums for the owners. The combination unit is available in six 
models with a wide variety of interior arrangements. 


Bar Cabinet 7 


: A new Hillman refrigerated 
bar cabinet for executive offices 
is being distributed by R. Young 
Associates. It stands 34” high 
and is 23° deep. An absorption 
type, silent refrigeration unit of- 
fers 2.49 cubic feet of storage 
space 

Exterior surfaces are in wood- 

” grain walnut Micarta and the 

interior is in white Micarta, both guaranteed to resist scratches, 
fire and alcohol stains. Magnetic latches hold doors closed. Legs, 
trim and hardware are in anodized aluminum with brass finish, 


Storage Files 

New Tandem Storage Files by 
Bankers Box Co. are said to 
offer a combination of features 
not duplicated by other equip 
ment on the market 

Basic principle of the new idea 
is the combination of a simple, 
inexpensive corrugated filing 
tray with a rugged stacking unit 
that can be built up and added to 
as additional capacity is lhe tray is 15° wide, 12” deep 
and 10” high. It has an automatic locking bottom that sets up 
without use of tape, staples, or other fasteners. Two of these trays 
are then fitted into each one of the stacking units consisting of a 
corrugated fibre board shell reinforced with steel plates which 
carry the weight 


Lounge Furniture 9 


The B. L. Marble Chair Co. 
has introduced ‘Finlandia’, 4 
lounge group which includes 4 
chair and two-passenger  settees 
suitable for office and informal 
reception use. 

Cushions are foam rubber ovet 
elastic springs. Zippered covers 
are available in leather, Nauga- 

" hyde or fabric. Its walnut wood, 
the company says, can be matched to any sample. 


(Continued on page 16) 
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#54 Dialer 

Ink-Pen-Cil by Fisher 

® Combination Quality Writing | 
Instrument and Phone Dialer 4 

@ 10 Blue, 4 Red, 2 Green, 1 


Brown, 4 Turquoise (Perfumed), 
3 Black 





#53 Repro-Black 

Ink-Pen-Cil by Fisher 

® Finest Reproducing Ball Pen or 
the Market Today 

@ 18 Black Medium Point, 6 Black 
Fine Point 














#52 Auditors Point 
Ink-Pen-Cil by Fisher 


“ ®@ Extra Fine Paint for Bookkeeping 
#51 Color-Flite - 
° ‘i @ 14 Blue, 7 Red, 3 Green 
Ink-Pen-Cil by Fisher 
® 6 Exciting New Colors 
@ 10 Blue, 4 Red, 2 Green, | 
Brown, 4 Turquoise (Perfumed), 


3 Black 











| GrayLine |Nylon Post Binders like this 
hold over 3,000 marginal-punched 
sheets in easy-to-read, easy-to-use order 


All of your customers who file, store, refer to or analyze data 
tabulated on continuous forms produced by high speed ac- 
counting machines have the problem of housing such records 
in an accessible and convenient manner. 

In Wilson Jones GrayLine Binders . . . with plastic posts of 
amazing strength, durability and flexibility . . . you have the 
solution. For burst or unburst sheets of all sizes. 

No hidden entries on any sheets. You can read every entry — 
including data in the center margins of all pages—irrespective 
of position or bulk. 

For full details about these new Nylon Post Binders ask your 
Wilson Jones salesman or write today. 


WILSON JONES 


209 S. Jefferson St., Chicago 6 * 122 E. 23rd St., New York 10 
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Entries are hidden in margins of steel post binders 
| 
n 


j No hidd, 
} [GrayLine] NYlongpost Binders 


tries in 
2 











Just about Everybody’s a Prospect! 
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KEY-DRAWER 


Fits desk drawers or file cabinets— 
and just about anybody’s pocketbook! 





Drawer model D-40A for 40 keys 
(12” wide, 5” high, 6” deep) 





A window display that will pay and pay and pay! 


From your display windows, Key-drawer will literally sell 
itself — and definitely lead to profitable sales in other units 
of the KE-MASTER System of Key Control. The 
KE-MASTER System is designed throughout to regiment 
keys simply, safely, conveniently. 

Key-drawer is available in three sizes of 40, 80 and 120- 
key capacities, and in crackle-finish colors of modern gray, 
light green and soft tan. With a handle it becomes a portable 
unit. Dummy keys and window 
display card are supplied with 
Key-drawer at no extra cost. 


Displayed in your windows, 
Key-drawer is bound to excite 
interest, and further provide 
you with the opportunity to 
sell Key Boards and Key Cab- 
inets in capacities ranging 
from 60 to 800 keys. 


Cabinet models with Yale locks for up to 800 keys, with card index 
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CUSHMAN & DENISON 


MANUFACTURING COMPANY \S-4 
625 EIGHTH AVENUE, NEW YORK 18, NEW YORK 
Please forward complete KE-MASTER Catalog and discount sheets. 


Name 
Address. 
City. 








Zone 


State 





- - = for more details circle 119 on last page 
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NEW PRODUCTS “ic (Continued from page 12) 
Air Purifier 10 


Puritron is a small, portable electronic 
unit for clearing the air in poorly ventilated 
areas. Made by the Puritron Corp., it 
houses a series of ultra violet lamps, filter 
and circulator 

The appliance is UL approved and 
comes in two models, selling for $49.95 
and $79.95. The company 
plicated installation is 


Says no com- 


necessary. 


Moulded Chairs 


The Dynamic group, a_ new 

line of molded upholstered chairs 

oa for home, office or institution, 
a has been introduced by Thaden 
- Molding Corp. The line features 
contoured bodies and removable 

coverings for dry 

decor changes. It 


cleaning or 
sells in the 





medium price range 


There are four basic styles in the group, with 


three 
different base treatments as shown in each style. 


Suspension File 12 
The 


series 


H-O-N Co. has added a 310 
low-cost file to its 
First deliveries started in 


suspen*ion 
product line 
February. 


The new file is 2615" deep and is 
equipped with a 10-roller full suspen- 
sion cradle.. Two, three, four and five 


drawer models are available in a choice 
of four standard colors 





Built-in Safe 13 
The new Guardex desk by Bentson 

Mfg. Co. features a built-in, fireproof 

safe. Installed in either side of a stand- 


ard, double pedestal secretarial desk, the 
safe is completely concealed by a single 
door and is controlled by a Yale lock 
with 10,000 possible combinations. The 
safe slides out of its pedestal on a ball 
bearing, cradle suspension. 

Also new from Bentson this year is 





an executive desk with a fan-shaped 

top. 
Floor Mat 14 
A new transparent office floor mat called Crysto-Mat is 
offered in three sizes to sell from $49.50 to $82. Made of clear 


plastic, it is meant to do away with the problem of matching mat 








and carpet in the tastefully furnished office. 
The 4" mat is described as shatterproof, chip-proof, com- 


pletely reversible and impervious to discoloring agents. It has 
beveled edges which slope gently to the carpet surface. 


(Continued on page 52) 
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- rather startling to consider 
that you, the boss of a retail 
stationery operation and the person 
most benefited by increased sales, 
would be a “drag’’ on your selling 
force. But, let’s consider just that. 

I'd like to explore this possibility 
with you, because it’s my opinion 
that there are a great number of 
dealers who unknowingly are hind- 
ering their own sales by thoughtless 
handling of a few simple, but vital, 
details connected with the selling 
effort. 

Now I don’t pretend to be an 
expert on matters of training sales 
personnel, motivation and supervis- 
ing salesmen. Even if I foolishly 
did, I'd yield here to the thousands 
of words already written on these 
general subjects and not bore you 
with repetition. No, I want to share 
with you thoughts and opinions on 
some more specific areas in which 
the boss can be — and is being — a 
“drag” in our industry. 

I had the opportunity recently to 
really “talk turkey” with a group 
of retail salesmen and, when you cut 
through the surface complaints, 
there were two big areas in which 
they agreed almost unanimously the 
boss was a “drag.” In this discus- 
sion, I would like to add a third. 

These salesmen scored the boss 
for (1) assigning too many calls 
(or too large a territory) and (2) 
for forcing continual interruptions 
of their most effective routing. The 
third area I would list is a little 
more timely. If you are currently re- 
flecting a pessimism about general 
business conditions to your sales- 
men (and many are) you're being 
a “drag’’ of the most serious kind. 

A survey conducted by Dr. James 
H. Davis of Ohio State University 
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DON'T BE A SALES ‘DRAG 


on selling in the drug field has 
worthwhile application here, it 
seems to me. 

The survey shows that sales in- 
crease proportionately with each of 
the following: (1) time spent on 
each call, (2) number of genuine 
sales arguments made and (3) num- 
ber of items mentioned. 

For example, on calls shorter than 
five minutes the average sale was 
$13.09. When the calls lengthened 
to between five and 10 minutes, 
sales jumped to $30.40. Likewise, 
when than 10 items 
mentioned, only 1.4 items were sold; 
but when 10 to 20 were mentioned, 
3.3 were sold. On the basis of 
average figures in that industry, the 
increase of one item per sale repre- 
sents a year’s increase of $17,000. 

Certainly the figures cited here 
are inaccurate for our industry, but 
the conclusions are not. Of course 
you have to cover the territory and 
additional people are 
Nevertheless, your people have to 
have time to sell, whether they are 
inside or outside people, and they 
can’t find it if territories are too big 
or customer lists too long. Don't be 
a “drag” by assigning too much ter- 
ritory, too many calls or too much 
of the store. 

Then also, many retailers appar- 
ently have fallen into the practice of 
making special appointments for 
their outside men and frequently 
this necessitates costly rerouting of 
the salesman’s calls. 

This is another area where you 


fewer were 


expensive, 


can be a real “drag.” The salesman 
is jealous of his time. He should be 
You should be too. It will take a 
very large order to make up for 
the time lost in moving from one 
side of the city to the other. 

Then, you can be a 
your sales force by reflecting an 
attitude of pessimism in light of 
current business conditions. I think 
few stationers who have these at- 
titudes stop to realize the total af- 
fect on the sales force 
man or twenty. 

When business is good and a sale 
is lost, the salesman (inside or out) 
asks himself, ‘What did I do 
wrong?” We all agree, I’m 
that this is a good attitude. 

But if the salesman accepts that 
business is off, however slightly, 
he tends to blame the general econ- 
omy for his lost sale. Optimism is 
fuel to the salesman. Pessimism is 
but a brake. You're being a “‘drag’ 
on your own selling effort if you 
reflect pessimism about general busi- 
ness conditions. 

Actually, there is little reason for 
great pessimism. Sure business is off 
a little — considerably in 
areas — but we've been going up 
for a good number of years and a 
little temporary slide isn't disastrous 
to an economy. 

There will be those who 
agree, of course, and who still take 
a pessimistic view. To those I'd like 
to point out that pessimism is con- 
tagious. Don't let it infect your sales 
force. 


“drag” on 


be it one 


sure, 


some 


won t 








A variety of screens and dividers plays a key role in providing 

orderliness while, at the same time, preserving an openness that 

makes the customer feel welcome and encourages him to wander ; s - , : 

throughout the store. Merchandise gets maximum exposure. Yet , ‘ — F . | 
the customer does not get “‘lost’’ in a mass display that appears 

totally unrelated to his needs. 


t help 
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accordin; 
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Bown Cc 
put the : 
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- §&, 
much ca 
“too mt 


tomers a 
Modernization of the H. S. Bown Co. office furniture store has 
increased drop-in traffic by more than 300 percent. Mr. Bown P to give 
feels that attractive, contemporary backgrounds like this one - : of cont 
are necessary to give buyers some incentive for visiting the ‘4 
store, thereby getting away from “too much catalog selling.” Both 


Bown s 
log sel 


he retat 


office 


You Can Create 


‘BOULEVARD 


A rich looking walnut panel sets the decorative tone of the 
store which, in turn, creates confidence in the dealer and his 
quality merchandise. The panel serves as an eye catching device 


to draw traffic through to the rear of the store and also masks 
off an unsightly stairway. 
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[' helps to have your own “boule- 
vard of style’’ if you're going to do 
, good job of selling office furniture, 
according to one New Jersey dealer 
Recent modernization of the H. § 
Bown Co., Jersey City, was designed to 
put the selling of quality office furni- 
ture on the high level it deserves and 
keep it there. 

H. S. Bown, president, cited “too 
much catalog selling’ by dealers and 
“too much shopping around” by cus- 
tomers as two of the main reasons why 
he retained top-flight store designers 
to give his store a high fashion look 
of contemporary elegance. 

Both dealers and manufacturers, Mr 
Bown said, have failed to keep cata- 
“A quality 


office furniture sales operation that 


log selling in its place. 


Your Own 


OF STYLE’ 


A New Jersey firm found that 
it takes more than a catalog to 
sell quality office furniture. 
These display ideas can help 
other dealers to achieve a simi- 
lar sales increase 
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confines itself to just bidding on gen- 
eral office specifications with a few 
pictures cut out of a catalog,” he 
said, “is bad for the dealer, the cus- 
tomer and the industry in general 
According to Mr. Bown, the dealer 
can never afford to relax in his efforts 
to get more people into the store. 
Most of a manufacturer's promotional 
efforts, he commented, are designed 
to back up an outside selling force. It’s 
still up to the dealer to provide cus- 
tomers with incentive to visit the store 
behind H. § 


Bown Co.'s new look was the tremen- 


The second reason 


dous increase in competition and 
‘shopping around 

Speaking of his particular situation, 
Mr. Brown said the tendency to “buy 
local” is fast fading and the Northern 
New Jerscy dealer now finds himself 
in close competition with suppliers 
throughout the New York metropoll- 
tan area. 

“This competition is bad,” he noted, 


“when it starts office furniture dealers 


to operating like discount 
houses. It’s good when it makes us 
work harder to do a better, more im- 


aginative job of selling and serving 


cut-rate 


our customers.” 

With a store appearance designed to 
give buyers a feeling of confidence, 
they are they 
needn't keep on “shopping around.” 
The store itself offers visual proof 
that H. S. Bown Co. stands for high 
quality and efficiency. 

Since completing its modernization 
for the first of the year, the Bown 
Company has been reaping its reward. 
Mr. Bown reports an increase of drop- 
in store traffic of better than 300 per- 


inclined to decide 


cent and an even higher percentage 


increase in sales closed. He gives full 
credit to the store's attractive appear- 
ance, pointing out that there has been 


no increase in advertising or other 


sales promotion efforts 



































Strong contrast between vertical and hori- 


zontal dimensions creates an_ interesting 
pattern in this area located between two 
room settings. (Photos courtesy Ken White 
Associates.) 


Putting More Sell in|Se 


It takes more than a fixture to get your money's worth out 
° of self-service. Dr. Cross tells what the fixture must do 
° before it can begin to replace a salesperson must be 
> opened. 
hand an 
. : device 1 
Sy Gordon GS C2088 P4.D A pack, 
vs up with 
ever the 
a new f 
tation Is 
Fixtu 
strides 


self-service and self-selection are } virtuall 

no longer new and revolutionary | station¢ 
merchandising techniques. They have }  exceller 
long since come to be fully accepted J to be | 
by customers and merchants alike. Cus- ] simply 
tomers have shown by their acceptance } tures. 
that they enjoy shopping without the ] js done 


h 





aid or the interference of a salespet- } Actual 

son. Merchants have found that their | started 

customers buy wider selections of Tru 

goods when the merchandise is ar- that tl 

ranged in open displays. compl 

We are pleased to announce an Stationers have been quick to grasp | then « 

agreement between Dr, Gordon the opportunity offered by self-selec- | compl 

B. Cross and MODERN STATION- tion display methods. Fortunately, ] displa 

ER AND OFFICE EQUIPMENT much of their merchandise lends itself the n 

DEALER whereby Dr, Cross be- especially well to these modern tech- ]  tractiv 

comes a consulting editor of niques. Notice the emphasis on the } more 

7 this magazine. Current articles by him will appear word technique. We must recognize Th 

> regularly in the pages of this publication, that successful self-selection selling is ] of th 

Dr. Cross, an associate professor at the New York indeed a technique which must be chand 

. University School of Retailing, has had a wide variety mastered in order to get full value | the r 

. of merchandising experience and has served as as- from the effort and investment which volun 
sistant editor of the Journal of Retailing quarterly. goes into it, (4) 

. We are sure that you will derive much benefit Too many stationers have copied sugge 
from his contributions on all phases of retailing. the shelving and fixtures in the local profi 

° The Editors supermarket and thought they had thus itable 
‘ found the answers to all their display do < 
problems. Shelving which was scientif- S} 

> ically designed for displaying canned } DISI 
beans or tomato catsup cannot be con- sellit 

. sidered right for selling everything it co 
from pencils to waste baskets or blank may 

books or adding machines. Every piece fixte 

: of merchandise presents a problem all the . 
its own and its display must be care- bett 

fully planned. indi 

When planning a display, the ac fore 

tions of the customer must be given rans 

primary consideration. A book or card add 
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Self-Selection 


must be presented so that it can be 
opened. A pen must be held in the 
hand and perhaps tried. A mechanical 
device must be studied and handled. 
A package of staples will be picked 
up with very little forethought. What- 
ever the difference in action may be, 
anew problem in merchandise presen- 
tation is created each time. 

Fixture designers have made great 
strides in planning open displays for 
virtually every class of item sold in 
stationery stores. But even with their 
excellent help there is still much more 
to be learned about self-selection than 
simply how to build good display fix- 
tures. Too many people think the job 
is done when the fixtures are installed. 
Actually the real selling job has only 
started. 

True self-selection selling implies 
that the salesperson is being replaced 
completely. If he is being replaced, 
then everything he does must be ac- 
complished in some other way. A good 
display fixture may be able to present 
the merchandise to the customer at- 
tractively, but a good salesperson does 
more much more. 

The successful salesperson does all 
of these things: (1) shows the mer- 
chandise, (2) answers questions about 
the merchandise, (3) increases sales 
volume by trading the customer up, 
(4) increases sales volume through 
suggestion selling and (5) increases 
profit volume by selling the more prof- 
itable merchandise. How can a fixture 
do all this? 

SHOWING THE MERCHAN- 
DISE. The first part of the 
selling job is the easiest of all. When 
it comes to showing the merchandise it 
may well be that the self-selection 
fixture is able to do a better job than 
the salesperson can do. Some items do 
better with personal attention, but no 
individual can get as many items be- 
fore the customer as can a well-ar- 
tanged group of impulse displays. In 
addition, the use of self-selection fix- 
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tures makes it possible to serve more 
customers in a given period of time 
than any human could hope to do 
ANSWERING QUESTIONS. This 
second job of the salesperson is not 
so easy to duplicate in a fixture. The 
key to self-selection success in this 
respect is to be found in anticipating 
what the questions from customers are 
likely to be. By using signs, tags and 
labels to answer those which will be 
asked most frequently, the salesperson’s 
job can be done. To observe expert 
use of this technique, study the sta 
tionery section of one of the big mail 
order catalogs and see how well they 
have anticipated the questions of their 
customers. After all, they are using 
self-selection in one of the oldest and 
most scientifically developed forms. 
TRADING UP. Any good salesman 
knows the advantages which can be 
gained from using trading-up_tech- 
niques on his customers. But few 
people realize how easy it is to do the 
same thing with self-selection. We 
must remember that customers really 
want to trade themselves up to better 
items of merchandise, All we have to 
do is take advantage of that urge. 
The customer can be led into con- 
tact with better goods one step at a 
time if displays are carefully planned. 
It is a mistake to make a feature dis- 
play of a low-priced item without 
placing it where the shopper will see 
some better items of a similar nature 
while examining the first item. If care- 
fully planned, this subtle type of trad- 
ing up can be much more effective 
than the kind used by salespeople 
which often seems to be high pressure. 
SUGGESTION SELLING. In many 
ways, suggestion selling is more effec- 
tive when it is done with open dis- 
plays than when a salesperson attempts 
it. It is only natural to show related 
items together. So it may be said that 
suggestion selling is a by-product of 
good self-selection display. 


But it is not enough to put all of 


one kind of merchandise together in 
one location. The merchant should 
spot the natural best-sellers in vari 
ous sections of the display and then 
group the slower sellers around them 
in such a way as to encourage the max 
imum number of customer contacts 
In this fashion, impulse sales will 
reach their maximum. This technique 
is known as the “magnet item tech- 
nique” and it is widely used by ex 
perienced self-selection operators 

INCREASING THE PROFIT 
MARGIN. With the squeeze on prof 
it margins getting ever tighter, the 
merchant must always try to sell as 
much high-margin goods as possible 
The variety stores and supermarkets 
have long been expert at this tech 
nique. Their displays are arranged so 
that the customer will have to reach 
over or pass by those items which 
carry high margins in order to get 
to the low-margin goods. Care must 
be taken never to overdo this point 
to the extent that sales volume will be 
injured by making fast sellers hard 
to find. 

In this connection there is a posi 
tive rule which should be followed 
whenever price promotions are used 
The display of the promoted item 
should always be accompanied by an 
equally prominent display of a re- 
lated item which carries a full mark- 
up. In this way the price promotion 
can be made to work for the mer- 
chant in more ways than one. 

In the competitive days ahead, sta- 
tioners and all other merchants will 
have to do a better selling job. Self- 
selection will be used because there 
will not be enough manpower to sell 
the goods which will be made with 
horsepower and atom power. 

If we find ourselves without enough 
salespeople, we must still do the sales- 
person’s complete job. Fixtures can 
help do this by showing the mer- 
chandise better, by telling the customer 
more about it, by trading him up, by 
getting him interested in new items 
and by getting him to buy the things 
which will make the most profit for 
us. 

This is what we mean when we 
speak of “putting more sell in self- 
selection.” 
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David Sheperla and 
Joseph Conaway, sales 
trainees, concentrate on 
phone orders. By giv- 
ing special commissions 
on new phone accounts, 
the firm creates sales 
initiative in the trainees 
and ensures better train- 
ing. 





A New Approach 
to Sales Training 


By providing special experience and special commis- 
sions for his younger employees, this stationer creates 
sales incentive at all levels of his sales organization. 
Without a street store, he has found a novel way 
to prepare trainees for their first outside sales calls 
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fe stcoman are made, not born, for 
\” Wm. F. Murphy's Sons Co., the 
second oldest stationer in America and 
the oldest in Philadelphia. 

Established in 1820, the firm until 
quite recently was located across the 
street from historic Independence 
Hall. Today, employing 10 outside 
salesmen and a large inside force, it 
no longer maintains a street store. But 


JULIUS S. ERMEL 
L. M. Murphy & Sons 
Philadelphia 


since moving from its old location ip 
1952, it does a larger business than 
ever before, concentrating on volume 
sales to local businesses and industries 
Its two upstairs floors on Arch Street 
include both a manufacturing plant 
and a large stock of equipment and 
supplies. 

“We have no plans for reopening a 
street location,’ says Julius Ermel, 
president, “In the 42 years I have 
been with the firm we have never 
done better than we are doing now 
The only problem we have had, in 
not having a street store, is that of 
finding some other training ground 
for our junior salesmen and for mem. 
bers of our other departments who 
want to learn to sell.”’ 

Murphy's Sons Co. put its entire in- 
side sales staff to work on the outside 
when it closed its street store. The 
result was that, as older men came 
up for retirement, there were no young 
trainees to take over, The firm was 
faced with the problem of hiring al- 
ready capable salesmen — and there 
are not many of them for hire or 
finding some new means to stimulate 
interest in young people who were 
not yet selling for the firm. Not wish- 
ing to cut down on the number of 
men selling for the firm, Mr. Ermel 
decided to bring in some new blood 
for training. Before this could be 
done, an adequate system of sales train- 
ing was needed. 

Mr. Ermel thinks his firm has found 
a unique solution to part of this prob- 
lem which in some form plagues all 
stationers today, But first let him de- 
scribe another solution his firm tried 
and found lacking. 

“Our first attempt to come to grips 
with this problem was to launch what 
we called a ‘Junior Sales Campaign.’ 
This plan was to hire boys just out of 
college, or just being discharged from 
the service, and to start them on a 
carefully laid out training program. 
These boys would start from the 
ground up, laying out orders in the 
stockroom or doing general work in 
our manufacturing division, The idea 
was to push them through the or- 
ganization as fast as possible and get 
them out on the street as productive 
salesmen. 

“This plan did not work. There are 
a number of reasons for its failure, I 
think, First of all, we were simply 
not able to train the boys sufficiently 
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in the limited time that we had plan- 
ned. They came to us expecting quick 
and easy advancement. Many of them 
were married, or planning to get mar- 
ried. and we found ourselves having 
to support them and their families at 
a time when they were not productiv e 
for us. Frankly we couldn't afford 
to have very many trainees at one time 
on such a basis. That was the main 
problem: the cost was prohibitive. 

“But more important still, there hap- 
pens to be just too much to learn in 
a short time in this business, and it 
is necessary to start with boys at a 
very early age and train them over a 
period of years. Too many young peo- 
ple come out of college with big ideas. 
They want to earn prestige and salary 
overnight in an industry in which these 
things are accomplished only by sweat 
and toil. The problem of the stationer 
is to find boys who are willing to 
work and learn, and who are young 
enough to spend some years doing so. 
Too many salesmen in the stationery 
business today have been failures be- 
cause they have not had the advantage 
of growth and extended training with- 
in the industry.” 

According to Mr. Ermel, his firm's 
experience with hiring boys out of 
college or young men just out of the 
service has been largely unsuccessful. 
The company’s future course will be 
to train boys from the ground up by 
getting them as early as possible, pref- 
erably right out of high school. 

But there are other qualities just as 
important as youth in selecting per- 
sonnel, Mr, Ermel believes. An effort 
must be made, in his opinion, to pick 
carefully only those who demonstrate 
a strong desire to learn to sell, In 
order to insure that care is taken in 
the selection of trainees, Mr. Ermel 
does not advertise his openings but 
works instead through local employ- 
ment agencies, 

No member of the firm, he explains, 
has the time to interview and weed 
out all the applicants who would 
answer an ad. Selection of applicants 
is thus left to the agencies, which are 
usually able to discern who will make 
a suitable trainee. 

By getting young men at an early 
age and screening them carefully, Mr. 
Ermel feels that he is increasing his 
chances of having personnel who will 
develop into first rate salesmen. 

Once an applicant has been selected, 
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however, the task of training him 
remains and Mr. Ermel has given 
considerable thought to sales training 
He decided that, firm no 
longer had a retail store to serve as 
training ground for prospective sales- 
men, it would have to sub- 
stitute. A transition phase was clear- 
ly needed between the stockroom or 
factory and actual outside selling. The 
firm hit upon its telephone order de- 
partment as just such a potential prov 


since his 


find a 


ing ground. 

“In order to do this,’ Mr. 
says, “we have had to change our 
phone order operation somewhat. 

“As set up today, this is the last 
stage of a person's service and training 
before he is actually given outside 
calls to handle. He must therefore 
have opportunities to develop, and the 
initiative to demonstrate, 
ship even at that level. He must not 
become just an ‘order-taker.’ If he 
learns to be an ‘order-taker’ in the 
phone order department, chances are 
it will be a handicap for him when 
he is out selling and may ruin his 
chances of success. 

“The opportunity for salesmanship 
exists at every moment of the tele- 
phone interview, of course,’ Mr. Ermel 
continues. “But how many young men 
can be expected to take advantage of 
it? Our problem has been to find a 
means of encouraging trainees to really 
sell over the phone. We have succeed- 
ed almost 100 percent.’’ 

In order to accomplish this, Mr. 
Ermel evolved a special company pol- 
icy. To give the people taking incom- 
ing orders added incentive to increase 
phone sales, he decided to give them 
a commission on each new account they 
sold over the phone. To give even 
greater incentive, he started giving 


Ermel 


salesman- 


























Sales trainee Robert 
Nester, who is _ begin- 
ning to make some out- 
side calls, gets advice 
from a “veteran” sales- 
man, James Haines. Ex- 
perienced salesmen like 
Mr. Haines often give 
the trainees a few of 
their accounts as a 
starter. 
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each trainee a commission on the first 
call made on such an account by the 
regular salesman. 

The phone order trainee who took 
the first order thus gets two 
missions, the second of these equal to 
that the himself 
would receive. 

“Of course,” Mr. 
“we do turn these accounts over to 
our regular salesmen to service. We 
can't afford to turn them over to 


com- 
salesman normally 


Ermel observes, 


nN 
experienced people. But we recognize 
in a tangible way the efforts made by 
the phone order people. We reward 
them.” 

Through this stimulation the firm 
gives its trainees the sales experience 
they need so badly before going out 
on the road. The young men consider 
themselves “in a real sales situation,” 
according to Mr. Ermel, “not just in 
the position of an ‘order-taker.’ There 
is something at stake for them every 
minute of that call.” 

The company finds that this sales 
experience pays off for the young men 
when they finally go out selling 

The importance of sales training 
and the creation of initiative cannot 
be overemphasized today, Mr. Ermel 
believes, with the employment situa- 
tion what it is. The shortage of train- 
ed salesmen, he says, is one that is 
faced by all stationers today. The in- 
dustry is entering a new phase, he 
feels, and if it cannot attract and train 
the new blood it so desperately needs, 
the phase will not be a healthy one. 


Manufacturers of stationery lines can 
and should help in sales training, Mr. 
Ermel believes, but in the long run 
sales promotion must be the job of the 
individual stationer, who knows best 
the needs of his particular area and 
has learned how best to meet them. 








Sole proprietor, partner or shareholding manager — 


which is best for your business and for you? 


Before 


deciding, you will want to consider the advantages of 
each type of business organization as described here 


\ growing number of small business 
owners are taking a new look at 
the legal structure of their 
Many stationery store proprietors are 
wondering if they would be better off 
with a different set-up. They aren't 
sure. They'd like more information, 
but haven't time to do research. 


firms. 


Before consulting a lawyer on the 
matter they want some background 
knowledge as a basis for discussion. 
Without boning up on partnerships 
and corporations, they wouldn’t even 
know what questions to ask. This 
article meets the need for a brief, 
general picture of what the different 
legal structures involve. 

In addition to the tax situation, six 
other points are suggested as significant 
in sizing up legal structure costs 
and procedures in starting, size of 
risk, continuity of operations, adapt- 
ability of administration, influences of 
applicable laws and attraction of ad- 
ditional capital. 

Three main types of structure arc 
analyzed single proprietorships, 
partnerships and corporations. Other 
forms such as syndicates, joint stock 
companies, Massachusetts trusts and 
pools are not discussed because, being 
specialized and rare, they are of less in- 
terest, 

If a small concern is to operate 
effectively in today’s climate and con- 
tinue to exist when the present owners 
can no longer function, its legal struc- 
ture must be right. 

Take, for example, the case of a 
dealer with annual sales of $940,000. 
Mr. Dealer enjoys being sole owner 
and has not been interested in making 
any changes in the legal structure of 
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his firm. He likes being able to make 
independent decisions and feeis there 
is really no need to risk “upsetting the 


apple cart” by revamping his organiza- 
tion, 

This dealer probably would listen 
carefully if his accountant brought up 
the effects of sticking to the status quo. 

Last year Mr. Dealer's firm turned 
in a net profit of $47,000. His per- 
sonal and totaled 
$14,000. All the same he had to pay 
personal 


family expense 
income tax on the entire 
profit. After subtracting 
$4,000 for exemptions and 


business 
deduc- 
tions he reported $43,000 and paid a 
$19,000 tax 
If the firm had been a corporation 
and he had taken, say, a $17,000 salary, 
his tax bill would have looked like 
this: 
(1) Personal 
$17,000 


income on 
salary (less 
$4,000 exemptions and 


deductions) $ 3,420 
(2) Corporate taxes on the 
net profit (after salary) 


of $30,000 300 on 


$25,000 7,500 
52€- on $5,000 2,600 
(3) Total tax $13,520 


Thus, if the company had been in- 
corporated, Mr. Dealer would have 
saved $5,480 in taxes for last year 
alone, That seems worthwhile. 

Moreover, there would have been no 
objections from the Internal Revenue 
Service to a salary of $17,000 if com- 
parable executives get as much or more 
for services they actually perform. 

In analyzing your own situation, it 
pays to go to the expense of getting 
advice and guidance from competent 


legal counsel. A lawyer will tell you 
there are three principal kinds of 
business, broadly speaking. 

PROPRIETORSHIP. This is the easiest 
to begin and end. It can _ have 
the most flexible purpose for its op- 
erations, it needs no government ap- 
proval, has business profits taxed as 
personal income and makes the owner 
personally liable for debts and taxes. 

PARTNERSHIP, This is the simplest 
kind of 
people to start and terminate. It has 
the same flexibility of objective as 
the first kind, has partners taxed 
separately and makes personally liable 
for debts and taxes all except limited 
partners. 

CORPORATION. This is the most 
formal kind of business structure. It 
operates under state laws, has con- 
tinuous and separate legal life, has its 
scope of activity and name restricted 
by a charter, has its profits taxed 
separately from earnings of executives 
and owners and makes only the com- 
pany (not the owners nor managers) 
liable for its debts and taxes. 

In weighing the advantages of these 
three forms of business operations, it 
will be helpful to consider the follow- 
ing Six points. 

1. Costs and Procedures in Starting 


business for two or more 


Single proprietorships are the easiest 
to get started. The costs of formation 
are low. Basically all you have to do is 
find out whether you need a license to 
carry on your particular business and 
whether you have to pay a state tax 
or license fee. 

General partnerships also are started 
quite simply. You can set one up by 
having the executives in the business 
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sign what is called a partnership 
agreement. Sometimes an oral agree- 
ment is equally effective and in some 
cases a partnership may even be im- 
plied by actions which the managers of 
an unincorporated business have taken. 
Limited partnerships are more difficult 
to set up and must conform strictly 
to state laws. This contract permits 
you to limit the liability of one or 
more of the partners (but not all of 
them) to just the amount which they 
have invested. 

Corporations are more complicated 
to form than any of the other types of 
organizations. You can create one only 
by following closely the legal pro- 
cedures of the particular state in 
which the corporation is being set up. 
First, certain responsible people are 
needed to organize and become of- 
ficials in the new corporation. Next 
they must file with the designated 
state official a special document called 
the ‘‘articles of incorporation.’ Then 
they must pay an initial tax and certain 
filing fees. And finally, in order to do 
the business for which the corporation 
was formed, various official meetings 
must be conducted to deal with 
specified details of organization and 
operation. 

2. The Size of the Risk 

The degree to which investors in an 
enterprise risk legal liability for the 
debts of the business is a cardinal con- 
sideration. 

Regardless of legal structure, cred- 
itors are always entitled to be paid out 
of business assets before any equity 
capital may be withdrawn. In cases 
where those assets are insufficient, the 
extent to which owners can be com- 
pelled to meet creditors’ claims out 
of their own pockets varies with the 
type of organization. 

A single proprietor is personally 
liable for all debts of his business to 
the extent of his entire property. He 
cannot restrict his liability in any way. 
Likewise, each member of a general 
partnership is fully responsible for all 
debts owned by his partnership, ir- 
respective of the amount of his own in- 
vestment in the business. Corporations 
have a real advantage as far as risk 
goes creditors can force payment 
on their claims only to the limit of 
the company’s assets. A shareholder 
may lose the money he put into the 
company, but he cannot be forced to 
contribute additional funds out of his 
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own pocket to meet business debts. 
3. Continuity of the Concern 

In choosing the legal structure for 
your business, you should also under- 
stand clearly how it influences the 
continuity of the business. Although 
single proprietorships have no time 
limit on them by law, they are not 
fundamentally perpetual. Illness of the 
owner may derange the business and 
his death ends it. Partnerships are 
perishable in the same general sense, 
since they are terminated by the death 
or withdrawal of any one of the 
partners. 

Corporations have the most per- 
manent legal structure of all. They 
have a separate continuous life of their 
own. The withdrawal, insolvency, in- 
jury, illness, or death of a person of- 
ficially concerned in a corporation 
does not mean its finish. Moreover, 
the certificates of stock, which rep- 
resent investments and ownership in 
the business, may be transferred from 
one person to another without hamper- 
ing the concern’s operations. 

4. Adaptability of Administration 

In the single proprietorship, policy 
and operations rest, of course, in one 
individual. This situation can be both 
good and bad. 

Concentration of management avoids 
the problems of opposing factions and 
divided responsibilities. The fact that 
the chief executive is in full charge 
and is in complete control of profits 
can be an incentive to careful manage- 
ment. On the other hand, many a man 
is not competent to handle all manage- 
ment jobs himself. It is worth noting 
that after incorporating, the owner of 
a small business does not necessarily 
lose control of the enterprise. In 
many small, closely held corporations, 
the former sole owner can and often 
does retain control by the ownership 
of a majority of the stock in the newly 
formed corporation, 

In general partnerships, each part- 
ner typically has an equal role in ad- 
ministration, with the various operat- 
ing functions divided among them. 
The combined abilities and knowledge 
of several executives gives the part- 
nership an advantage over the single 
proprietorship. But the division of 
functional responsibility among the 
several partners may lead to funda- 
mental policy disagreements. 

In corporations, the stockholders do 
not necessarily participate either in op- 


erations or in policy formation, but 
they may. Often these functions are 
centralized in a relatively small group 
of executives who own only a small 
percentage of the shares. Corporations 
get away from the shortcomings of the 
limited ability or knowledge of one 
person, but they run some risk of 
inefficient management where those in 
control have little or no direct financial 
interest. While in partnerships each 
partner can act as general agent for 
the business, the stockholders of a 
corporation cannot bind the firm by 
their acts just because they have in- 
vested capital in it. 

5. Influences of Applicable Law's 

Single proprietorship is the oldest 
and most widespread legal structure 
of business. As a result, little doubt 
remains as to the influences of laws 
regulating its legal rights and obliga- 
tions, Relationships are clear between a 
sole owner, his agents, his creditors 
and others with whom he deals in 
business. Broadly speaking, this same 
situation is also true for a_partner- 
ship. 

Corporations are artificial entities, 
however, and owe their legal life solely 
to the states in which they are or- 
ganized. No other state is required to 
recognize them. To be sure, all states 
do permit out-of-state corporations to 
function inside their boundaries, but 
they must always comply with special 
in-state obligations. Corporations are 
regulated by numerous state laws which 
vary considerably. Even when _ the 
language is similar, these laws can be 
interpreted different 
places. In running a corporation ef- 


differently in 


fectively, competent legal counsel is 
virtually indispensable, although the 
essential feature of limited liability of 
stockholders is preserved in every 
state, of course. 

6. Attraction of Additional Capital 

Every business may require addi- 
tional funds from time to time to carry 
On operations. And if it can’t obtain 
adequate capital, it may well be headed 
for failure. It is important, there- 
fore, in deciding upon legal structure 
to take into account the means for 
attracting new money. 

In single proprietorships, the owner 
may raise additional money by borrow- 
ing, by purchasing on credit, and by 
investing additional amounts himself. 
Since he is personally liable for all 

(Continued on page 70) 
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Special rotogravure pieces like 


is able to make a good profit 
work of this type. 





dinner program, printed when wet, 
cost up to two dollars each. Though 
such orders are small, Mr. Rosnosky 








Die-cut specialties, like these 
table placards, are another 
Rosnosky specialty. 


Printing Boosts His 


His special printing service creates additional sta- 
tionery volume for this Boston dealer. While main- 
ly an outlet for stationery and office furniture, his 
firm does a large volume of business in printing 


Printing service in itself can be 

profitable. It also can be an ef- 

fective tool to increase other stationery 
business. 

Henry Rosnosky has been in the 
stationery business in Boston since 
1919 and is a past president of the 
Boston Stationers Assn. While his 
firm is mainly an outlet for stationery 
and office furniture, he has develop- 
ed quite a reputation for himself as 
a manufacturing stationer and _print- 
ing specialist. Today printing accounts 
for a large share of his business. 

He describes how he has built up 
this segment of his operation and 
why in this way. 

‘I have handled printing since the 
day I opened my own business, I had 
handled this type of work at my three 
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places of employment before going 
into business for myself upon my dis- 
charge from the U, S. Army in 1919 

“In printing as in stationery,’ Mr 
Rosnosky says, “you have to know 
the conditions under which you are 
operating as well as the methods used 
by your competitor.” 

Types of printing which he does for 
his customers include programs and 
menus for fraternal and _ veterans 
groups, special tags and labels, fine 
letterheads, booklets, special forms and 
systems, die cut and die out specialties 
and special process work. He also 
devised the indexing method used by 
traffic courts in Massachusetts for 
checking the number of violations of 
each registered motor vehicle. He has 
long specialized in printing for the 





fishing industry, 
a large business 
in the Boston 


area. He prints 
bills of lading es- 
pecially designed 
for this industry 
as well as barrel 
labels and _book- 
; lets. 
Henry Rosnosky a encourage 
Boston original material, 
Says Mr. Rosnosky, 

‘I try to sell not just the printing 
but the idea as well. I submit the 
rough sketches or layout to a customer 
and upon approval of the sketch and 
price we have the finished drawing 
made, We follow the whole thing 
through from the beginning. 

“A service like this means something 
to a customer who wants a job which is 
a little different from the ordinary. By 
taking special care with a job and of- 
fering a complete printing service, 
we have been able to meet competi- 
tion. 

Mr. Rosnosky frequently does roto- 
gravure work which costs from one 
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Die-cut booklets 


a large part of Mr. 
specialty printing business. 





like these make up 
Rosnosky's 





WE RASE THE DUCKS We SERVE 





Stationery Sales 


to two dollars for each finished piece. 
He finds customers are willing to pay 
for the work involved. 

“Printers sometimes are careless in 
checking proofs and meeting dead- 
lines,”’ the Boston stationer observes. 
“But by following through on the 
proofreading and seeing that each 
order is delivered when the customer 
Wants it, even if it means working 
overtime on a rush job, we earn 
repeat business. 

“All of our printing business has 
been developed through regular calls 
and by having old customers recom- 
mend us because of our service. quality 
and price.” 

His printing business is hard to 
divorce from his stationery operation, 
Mr. Rosnosky comments, but it has its 
special problems. 

There is price cutting in printing 
just as in stationery,” he points out. 
“You have to know when to pass up 
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an order, since you can lose money 
easily on a printing order. However, 
if you are dealing in novelty or 
specialty printing as I do, you have 
intelligent buyers to deal with 

“You must do business on a long 
term 


try to 


basis,” he continues, “and not 
rush the 
possible to pressure-sell printing. You 
have to be patient and build up the 


business over a long period of time. 


customer. It is im- 


“I was once told by my accountant 
not to bother with stationery items for 
anybody who would not give me his 
printing,” Mr. recalls 
“That's not my philosophy, of course. 
But I have noticed that eventually I 
do get most of the printing work from 
my established accounts and a lot of 
stationery business from my printing 
customers. 

“IT know this,’ 


Rosnosky 


he concludes, “op- 
erating a printing service is definitely 
a part of the stationery business.” 
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NATIONAL FISH CO. 


WHOLESALE 
DEALERS IN 


FRESH & SALT WATER FISH 
146-148 ATLANTIC AVE., BOSTON, MASS. 


Special tags and tickets for the fi 





sh 


ing industry also account for a large 


share of Mr. Rosnosky's printing 
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Schedule of Events 


(Note: All events are at the Bellevue-Stratford Hotel, 
convention headquarters, except where stated else- 


where. ) 
THURSDAY, MARCH 27 
9 a.m. Registration Burgundy Foyer 
9 a.m. to 5 p.m. Sales Institute South Garden 
Dr. Joseph Thompson, director 
12:15 p.m. Sales Institute Luncheon Oak Room 
12:15 p.m. Officers’ Conference Luncheon Green Room 
6 p.m. to 8 p.m. Reception NOFA Officers Gray suite 
FRIDAY, MARCH 28 
9 a.m. Registration Burgundy Foyer 
9:30 a.m. Association Meeting Clover Room 
11:30 a.m. Opening Luncheon Ballroom 


Speaker, Arthur Sullivan, Editor 
Duns Review and Modern Industry 


1 p.m. to 6 p.m. Exhibits Convention Hall 
2 p.m. Unveiling of new products Convention Hall 
7:30 p.m Spring Soirce Convention Hall 
Champagne Party, Buffet Supper, Style Show and 
“Office Fantasy”, Victor Borge Concert, Benefit 
Dance 
SATURDAY, MARCH 29 
8:30 am Workshop Breakfasts, Dealers Oak Room 
Manufacturers... North Garden 
Representatives. South Garden 
9 a.m. Registration Burgundy Foyer 
11 a.m. Report of Workshop Groups Rose Garden 
1 p.m. to 6 p.m. Exhibits Convention Hall 
7:30 p.m. Annual Banquet Ballroom 
Speaker, Philip M. Talbott 
President, Chamber of Commerce of the United States 
9 p.m. Banquet entertainment, Denise Darcel Ballroom 
SUNDAY, MARCH 30 
9 a.m. Registration Burgundy Foyer 
9:30 a.m. Non-denominational Service Clover Room 
Speaker, John C. Smith, Blaw-Knox Co. 
Choral Group, Temple University 
11 a.m. to 6 p.m. Exhibits Convention Hall 
8 p.m. Brainstorming for Profit Ideas Crystal Room 
Director, Dr. Joseph Thompson, 
Michigan State University 
MONDAY, MARCH 31 
9 a.m. Registration Burgundy Foyer 
9.30 a.m. Office Furniture Clinic Clover Room 
7 Moderator, George Stuart, 
George Stuart, Inc., Orlando, Fla. 
11:30 a.m. Closing Luncheon Burgundy Room 
Speaker, Ralph L. Noble, Color Stlyist 
1 p.m. to 6 p.m. Exhibits, open to guests Convention Hall 
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Welcome 


BOULE 


“Welcoming 
one and all to the 
12th annual NO. 
FA  Convention- 
Exhibit is one of 
the finest privi- 
leges I ever have 
enjoyed. This 19- 
58 show is by far 
the biggest in 

Mossman NOFA history, 
and under no roof before has there 
been such a grand array of office 
furniture exhibits. We have combin- 
ed the Exhibit with outstanding 
speakers and other program features 
which, I am _ confident, will make 
March 28, 29, 30 and 31 mighty 
important dates for all of us in the 
office furniture industry. For every 
man and woman in_ the  in- 
dustry, this Convention-Exhibit in 
Philadelphia is an absolute must in 
order to participate in the future. 
History is going to be made in Phil- 
adelphia under the NOFA banner.” 

John E. Mossman 
NOFA President 
Desk, Inc., New Y ork Cit) 


“Many hundreds of hours of work 
by literally dozens of NOFA people 
have made the 1958 NOFA Conven- 
tion-Exhibit the success it is bound to 
be. The stature of the outstanding 
Americans on the program and the 
companies exhibiting with us at Con- 
vention Hall speaks clearly of the 
regard the industry holds for our As- 
sociation, We are preparing for over- 
flow audiences at every session because 
indications are that thousands of 
people have made definite plans to 
attend this never-to-be-forgotten NO- 
FA program. It is with pride that I 
welcome you to share with us the 
fruits of our labor.” 

John R. Cray 
NOFA Executive Director 
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fo NOFA’s 


a) TF 2 EL 
in Philadelphia 


‘ rie furniture will take the spot- 

light in Philadelphia March 28 as 
up to five thousand office furniture re- 
tailers and manufacturers gather for 
the four-day Convention-Exhibit of 
the National Office Furniture Assn. 
(NOFA). 

More than 200 manufacturers will 
occupy 283 exhibit booths along NO- 
FA’s ‘Boulevard of Style,” taking up 
the entire lower floor of Philadelphia's 
vast Convention Hall — not to be 
confused with Independence Hall in 
the same historic city. There will be 
55 more trade exhibits than NOFA 
had at its New Orleans show a year 
ago. 
At least half of the exhibitors will 
show products being offered for the 
first time at any gathering of re- 
tailers, These new products will be 
unveiled in a dramatic ceremony on 
Friday afternoon, the opening day of 
the show. A Philadelphia news com- 
mentator will serve as master of cere- 
monies. The exhibit will be open all 
four days, with guests of both dealers 
and manufacturers invited for the 
final afternoon. 

Convention headquarters will be the 
Bellevue Stratford Hotel, scene of a 
number of scheduled workshops and 
conferences. Busses will run from the 
Bellevue Stratford to Convention Hall 
every half hour during exhibit hours. 
Other hotels to be used by NOFA 
delegates include the Barclay, Ben- 
jamin Franklin, Sheraton and_ the 
Warwick — all in the city center and 
about equidistant from Convention 
Hall and the Bellevue Stratford. 

Philip M. Talbott, president of the 
Chamber of Commerce of the United 
States, heads an impressive array of 
Convention speakers and entertainers. 
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He will give the principal address at 
NOFA’s 12th Annual Banquet, fore- 
casting retail business conditions for 
the months ahead. Mr. Talbott, a life- 
long resident of Arlington County, 
Va., is senior vice president of Wood- 
ward & Lothrop, a leading department 
store in Washington, D. C. He is the 
first merchant ever to head the Cham- 
ber of Commerce, world’s largest busi- 
ness organization. 

Other speakers will include A. M. 
Sullivan, editor of Dun’s Review and 





John C. Smith 


A. M. Sullivan 


Modern Industry, Mr. Sullivan has 
been identified with Dun & Brad- 
street for the past 23 years and has 
been active in business writing most 
of his life. 

John C. Smith, a dynamic young 
production executive of Blaw-Knox 
Co., Pittsburgh, will deliver the ser- 
mon at NOFA’s non-denominational 
religious service Sunday morning. He 
will speak on “Application of Re- 
ligious Principles to Business and In- 
dustry." A Temple University choral 
group will sing at the service. 

Several Convention events are de- 
signed to give dealers information on 
how to do a more profitable selling 
job and a better job as creators of 
fine offices. 





Principal address at NOFA's 12th Annual 
Banquet in Philadelphia will be given by 
Philip M. Talbott, a retailer himself and presi 
dent of the Chamber of Commerce of the 
United States, 


Dr. Joseph Thompson of Michigan 
State University, the scene of NOFA 
management seminars, will conduct a 
one-day sales institute for advance del- 
egations to the convention on Thurs- 
day, March 27. He also will direct 
a ‘Brainstorming for Profits 
Sunday evening. 

Workshop _ breakfast 
three divisions are scheduled for Satur- 
day, March 29. William Cole, Walsh 
Brothers, Phoenix, Ariz., is in charge 
of the dealer workshop; J. Lou Mann, 
Sturgis Posture Chair Co., 
will be chairman of the program for 
manufacturers; and Milton Stone, 
Stone-Newman Associates, Inc., New 
York City, will head up the represen- 
tatives’ workshop. 


session 


sessions for 


Chicago, 


Making two addresses on the pro- 
gram will be color stylist Ralph No- 
ble, Denver, Colo. He will speak on 
“Color in the Home” at a 
luncheon and on 


ladies 


“Color Is Your 


Business” at the closing Convention 
luncheon. 
V. L. Caldwell, John Wanamaker 


Co., Philadelphia, is general chairman 
of the convention. His 
chairmen 


committee 


were announced _ several 
months ago. 

There will be a special island along 
the ‘Boulevard of Style’ devoted to 
attendance prizes, among which will 
be a 1958 Rambler American. an 
RCA color television set and six Par- 


ker “‘Jotter’’ desk sets. 
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\ well rounded entertainment pro- 
gram which includes special at- 
tractions for the ladies will be part of 
the 12th annual NOFA Convention 
at Philadelphia, March 28-31. 

Headlining the program are Victor 
Borge, the world’s outstanding piano- 
and-pantomime artist, and Denise Dar- 
cel, screen star from France. 

The great Dane Borge will give a 
concert March 28 at a Spring Soiree 
in Convention Hall, cosponsored by 


On The 
Lighter Side... 





NOFA and the Emergency Aid ot 
Pennsylvania. Also on the program 
that night are a champagne party 
along the “Boulevard of Style,’ a 
fashion show with $2,000 imported 
gowns from John Wanamaker's, an 
‘Of fice 


benefit dance. 


Fantasy" style show and a 

Miss Darcel, the movie actress and 
television personality, will entertain 
the following night at the Annual 
Banquet 


























9:30 a.m. 
Treasure Hunt 
Ladies Luncheon 


10 a.m. 
12:30 p.m. 


12:30 a.m. Ladies Luncheon 


:30 p-m. 


9:30 a.m. 
2:30 a.m. 


10 a.m. 


Convention. 


11:30 a.m. Closing Luncheon 





Ladies Program 
FRIDAY, MARCH 28 
Get Acquainted Coffee Party 
Speaker, Kittie Campbell, Fashion Editor 


“America’s Big Boulevard of Style 


Hawaiian troupe to entertain at unveiling of new 


SATURDAY, MARCH 29 


2 p.m Exhibits 

products 
8 p.m. Spring Soiree (see schedule) 
10 a.m. Continental Breakfast 


Speaker, Ralph L. Noble 
“Color in the House’ 
Annual Banquet (see schedule) 
SUNDAY, MARCH 30 
Religious Service (see schedule) 
Historical Bus Tour 
. MONDAY, MARCH 31 
Repeat performance by “Ronda,” 
who was a popular attraction at the 1952 NOFA 


Gray suite 





North Garden 


Convention Hall 


Convention Hall 


At the Capri 
John Wanamaker Co. 


Ballroom 


Clover Room 


palmist and astrologer 


Burgundy Room 












Victor Borge 


A Full Round of NOFA Social Activities and Entertainment 


A get-acquainted coffee party at the 
Bellevue Stratford will open the ladies 
program Friday morning, March 28 
That noon at their luncheon the ladies 
will hear Kittie Campbell, fashion 
editor of the Philadelphia Bulletin 
She will have just returned from 
the Continent with news of the latest 
Paris showings. 

Saturday's program for the ladies 
will include “‘brunch”’ at one of Phila- 
delphia’s finest clubs and a luncheon 
talk by color stylist Ralph Noble. 

Sunday afternoon, March 30, the 
ladies will be invited to take bus tours 
to many of Philadelphia's _ historic 
spots. This third largest metropolis of 
the United States has many of them — 
from the Betsy Ross house to the home 
of the Liberty Bell. 





Denise Darcel 
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NOFA 


A 
Alma Desk Co. 
Area Plan Desks, Inc. 
J. M. Eppinger 
Art Steel Co., 
Irving M. Levy 


Bassic k Co., The 

F. Wheeler 
paumritter Corp. 
Milton Gilbert 
Bay Products, Inc. 
Robert Halstrick 
Bentson Mfg. Co. 
Ralph J. Swan 
Berkline Co. 
J. Popkin ’ 
Bernard Franklin Co. 
B. E. Featherman 
Bevco-Precision Mfg. Co. 
Mrs. M. M. Bevington 
Block Steel Equipment Co. 


Max Block 
Boling Chair Co. 
J. K. Bolin 


Borroughs Mfg. Co. 
Robert L. Cody 
Bright Chair Co. 
Harvey Bright 


Challenger Sales Co. 
Ralph Vogel 
Chicago Lock Co. 
L. B. Shinn ‘ 
Cochran, W. C., and Associates 
Irwin Feldman 
Cole Stee! Equipment Co. 
Victor Sheinman : 
Columbia Steel Equipment Co. 
Jack F. Emhardt 
Columbus Coated Fabrics Corp. 
E. Mallory 
Contour Sales, Inc. 
John P. Mengel 
Corry Jamestown Mfg. Co. 
W. Bruce Ellsworth 
Costa Mesa Furniture Mfg. Co. 
Jackson Gregory, Jr. 
Cramer Posture Chair Co. 
Walter Keller 
D 
Davis Upholstery Co. 
. Davis 
Delta Products Div. 
John Gillete 
Despres Bros. Wood Products 
Bernard L. Despres 
Domore Chair Co. 
Cc. R. Mack ‘ 
Dorset Steel Equipment Co. 
Sol Gould 
Durable Metal Products 
Joseph Berman 
Duraloom Carpet Mills, Inc. 
Stanley B. Dwork 
Eagle Ottawa Leather Co. 
Edward A. Meany, Jr. 


Eisen Brothers, Inc., Office Per ‘ 


iv. 
Harvey B. Nell 
Emeco Corp. 
Fred G. Ham 
— Division, 


Paul Streit 


F 
Faultless Caster Corp. 
Fred W. Myers 
Fiberesin Plastics 
Robert W. Healy 
Filex Steel Products Co. 
Samuel Koeppel 


Sales Co. 


G 
George, Walter, Corp. 
Walter George 
Geyer-McAllister Co. 
Gifteraft Leather Co. 
J. Spencer Ordover 
Glaro Machine Products, Inc. 
Harry Glass 
Goldblatt Associates 
Albert L. Goldblatt 
Great Lakes Furniture Co. 
Dudley A. Cox 
Greeff Fabrics, Inc. 
Albert M. Leach 
Gregson Mfg. Co. 
J. D. Gregson 
Gunlocke, W. H., Chair Co. 
Kenneth F. Davis 
H 
Hale Industries, Inc. 
Andrew Benson 


MODERN STATIONER, 


209-11, 
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266-77 
160-1 


224-6 


310 


60-1 


Aurora Equipment 
110 


1958 


HaJl’s Safe Co. 

Hamilton Mfg. 
Frank White 

Hanes Chair & Furniture Co. 
D. E. Headen 


Corp. 


Hanson, Paul, Co. 
Allen W. Syms 
Haskell, Inc. 
S. K. Haskell 
Herring Hall Marvin Safe Co. 
. Flaherty 
H-O-N Co. 


John J. Van Lent 
Hoosier Desk Co 
Vincent Gutzweiler 
Howe Folding Furniture, Inc. 
J. M. Ethridge III 
I 


Imperial Desk Co. 
Gilbert B. Bosse 
Indiana Chair Co. 
Ralph F. Schneider 
Indiana Desk Co. 
A. W. Braun 
Interiors Magazine 
Paul R. Kane 
Invincible Metal Furniture Co. 
George H. Alter 
Irval Associates 
Irving Gibson 


Jasper Chair Co. 
Arthur A. Barth 

Jasper Desk Co. 
Raphael Blessinger 

Jasper Office Furniture 
R. 


E. Sturm 
Jasper Seating Co. 
A rieg 


Jens Risom Design, Inc. 
Chilton Bown 
Johnson Chair Co. 
Walter R. Bryzek 
K 


Keller-Grosfeld 
Albert Grosfeld 
L 
LaSalle Products Co. 

. R. Rodriguez 
Lehigh Furniture Corp. 
W. W. Strasser, Jr. 

Leopold Co., The 
Robert Fleming 
Lewis Steel Equipment Co. 
Louis Skulnik 
M 
Marble, B. L., Chair Co. 
Charles L. Pettibone 


EXHIBITORS 


237 
140-141 
169-70 
171 
62-3 


78-9 
167-8 
234-5 


128-9 


Marnay Sales Divison, Rockaway Metal 


Products Corp. 
Marvin Herskowitz 


Masland Duraleather Co., The 
Ww. 


74-5 


58-9 


Day 
— Line by Interstate Metal Products | 


tie F. Burke 
Mayfair Industries, Inc. 
K. C. Crouse 
McDonald Products Corp. 
James V. Vevirit 
Meilink Steel Safe Co. 
<. . Penske 
Metalstand Co 
I. Alan Cohen 


Midwestern Mfg. Corp. 
. ood 
Miller, Herman, Furniture Co. 


Eugene Eppinger 
Milwaukee Chair Co., 
J. Block 
Modern Office Procedures 

Lester P. Auerbach 
Monarch Furniture Co., 
H. M. Gutterman 
Mueller Metals Corp. 
F. E. Mueller 
Murphy Mfg. Co. 
L. G. Carlisle 
Murphy Miller, Inc. 
Ben Head 


The 


N 
National Lock Co. 
H. M. Johnson 
National Store Fixture Co. 
E. F. Wieland 
Neiman Steel Equipment Co. 
Stanley E. Neiman 
NOFA Insurance 
Nucraft Furniture Co. 
B. E. Richardson 


Oo 
Schulhof 


Office, The 
William 


156 
246-7 
105 


248 
106-7 
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Office Appliances 409 

Office Suites, Inc. 41 
S. Levitas 

Orna Metal Products Co. 242 
. Ehrmann 


roe Steel Siete 
o 


Anton Kuhn 
Polar Mfg. Co. 
H. M. Getty 
Port-A-Wall Office Partitions, Div. of 
Hemisphere Steel Prod. Corp. 3 

Abraham Sussman 

Precision-Posturect Chair Corp, Division 
Precision Metal Workers 102-3 
J. Robert Middleton 


Princeton Upholstery Co. 215-7 
Ralph D. Gottleib 
Probber, Harvey, Inc. 405-6 


Stuart Grayson 


Corp. Co., Div. Ward Industries 


14-5 
McDevitt 
westeniell Safes 77 
R. Huizenga 
R 
Rishel, J. K., Furniture Co. 305-6 
R. E. Mellish 
Royal Metal Mfg. Co. 80-1 
R. E. Reetz 
Ss 
Sainberg & Co., 130 
Robert Sainberg 
Sani-Top, Inc. 11 
H. M. Snyder 
Scerbo, Frank, & Sons, Inc. 150-1 
Albert A. Scerbo 
Schwab Safe Co., The 253 
W. Memering 
Security Steel Equipment Corp. 505-6 
H. G. Toug 
Shelbyville Desk Co. 256-7 
R. W orris 
Shepherd Casters, Inc. 278 
John L. Barclay 
Sight Light, M. é. Wheeler Co. 154-5 
M. G. Wheeler 
Smith Metal Arts Co. 119 
John F. Reid 
Smith System Mfg. Co. 259 
Harry E. Hyland 
Smokador Mfg. Co. 303-4 


Miss E. M. Lipphart 
Smo-King Products 111 
Myron Fields 


Stacor Equipment Co. 72-3 
Murray C. Morcheles 

Standard Furniture Co. 146-7 
Glenn F. Elwood 

Star Chemical Co. 48 
Cc. L. Woeltje 

Stuart, John, Inc. 227 
Arthur Rosenthal 

Sturgis Posture Chair Co. 200-1 
J. L. Mann 

Stylex Seating Co. 163 


Seymour Golden 
Supreme Steel Equipment Corp. 301-2 
Miss Eva Dainoff 


 y 
Taylor Chair Co. 307 
Mrs. M. T. Meals 
Textileather Div., The General Tire & 


Rubber Co. 37, 26 
Charles L. Becker 

Thomas Furniture Co. 140-141 
Fred A. Thomas 

Tiffany Stand Co. 116-7 


Wm. Simpkins 

Toledo Metal Furniture Co. 213-4 
Walter E. Reeves 

Tropicraft 83 
J. E. McCloskey 


U 
United States Rubber Co. 


44-5 
Winn Smith 
Upholstery Leather Council 407-8 
Robert Myers 
V 
Valco ‘a 243 
R. J. Azar 
Victor Safe & Equipment, nentngtes 
Rand, Inc. 138-9 
Allen Murray 
babe is Pag Fibre Corp. 31 
Worthington 
Vogel ‘Peterson Co. 313 
C. A. Anderson 
Wells Chair Corp. 264-5 
J. Pritchard 
Westin Nielsen Corp. 206-8 
John E. Nielsen 
Wood Office Furniture Institute 507-8 
Robert Spelman 
Y 
York Safe & Lock 118 
B. A. Ebert 
* R., Associates — Koch & 
Lo 166 


ooar Ww. Young 
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New York Stationers 
Set Dinner-Dance Date 

The annual Dinner-Dance and 
Entertainment of the Stationers As- 
sociation of New York, Inc., will be 
held on a Saturday evening, May 10, 
this year in the Starlight Room of 
the Waldorf-Astoria Hotel. 

Between 600 and 700 persons are 
expected for the dinner. Continuous 
dance music during dinner and into 
the morning will be provided by two 
well known orchestras and popular 
entertainers will be on the program 
as in past years. 

Ticket requests at $15 per person 
should be addressed to Sophia K. 
Ehrlich, Executive Secretary, Station- 
ers Association of New York, Inc., 
44 W. 63 St., New York 23, N. Y. 

Carl C. Judkoff, association presi- 
dent, has selected the following com- 
mittee co-chairmen: dinner-dance, 
Sam Rabinowitz, Sport Stationers & 
Printers, and Mannie Klein, The 
Klein-Heimbinder ee Souvenir 
Journal committee, J. S. Libien, Libien 
Press, Inc., and Irving Gross, Stan- 
dard Office Equipment Corp. 


NOMDA Picks Sites 
For Future Conventions 

While completing plans 
June 29 to July 2 
Trade Exhibit at Milwaukee this year, 
the National Office Machine Dealers 
Assn. (NOMDA) looked 
pick its convention sites for the future 

In 1960 it will be the Hotel del 
Coronado near San Diego, Calif., and 
the following year, 1961, the group 
will meet at Grossinger’s, famous resort 
in the Catskills about 90 miles from 
New York City. 

The 1958 affair in Milwaukee will 
include the usual after- 
noon panels and, for the first time, 
a-panel presented by the manufactur- 
er’s division. Entertainment again 
will include an outdoor jamboree and 
a complete ladies program with style 
show and a tour of the city, it is 
announced. 
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ahead to 
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PRESSTIME NEWS 


rotal sales during 1957 were up 5 percent over 1956 for members of the 
National Stationery & Office Equipment Assn., according to the NSOEA re 
search division. The final monthly report on 1957 showed total sales in De 
percent below those in December of 1956, but all four broad 
areas of the country showed a gain in total sales for the full 12-month period 


i le 


cember were 1 


There are 35 days this year between Easter (April 6) and Mother's Day 
(May 11) and the National Committee on the Observance of Mother’s Day esti 
ates that gift sales during the five-week period will exceed $875 million. A 
brochure on promotion material available can be obtained by writing to the com 


mittee at 129 West 30th St., New York, N. Y 


Reacting swiftly to the announcement that General Electric was abandoning 

trade, the Parker Pen Co. immediately mailed letters to its 18,000 franchised 

dealers assuring continued fair trade support in states with Fair Trade laws. The 

letter said that Parker will continue to keep its lawful Franchise Plan in full force 
effect 


fair 


and 

Royal portable typewriters were removed from fair trade on Feb. 28 with 
an announcement by W. H. BeckwWiTH, vice president of the appliance division 
of Royal McBee Corp. Royal had maintained a fair trade policy for 20 years 
and a letter to 7,000 Royal dealers said the company still believes that “many 
of the principles of fair trade have considerable merit,’ but that fair trade ap 
pears to be considerably 


weakened as a result of developments of recent years 


A. J. DAFERNER was host in Jackson, Mich., 
Mrs. BLANCHE PEACH who has completed 
Supply House there. All 
was presented to Mrs. Peach 


recently at a dinner honoring 
40 years of service with the Office 
guests Office Supply House A gift 


were employees 


The Review Co. of Savannah, Ga., founded in 1919 by the late THOMAS 
WW’. GAMBLE, has been purchased by Oscar Davis and his sons, JAMES LEE DAvis 
lHoMAS W. Davis. Originally formed to publish the Weekly Naval Stores 
Review, the company since has expanded into one of the largest office equipment 


Davis joined the 1937 


and 


and furniture distributors in the area. The elder firm in 


and became a partner in the business in 1953 


Sales of the business forms industry for 1957 are expected, when fully tab 
total at the dollar 1956 which $308 
the Business Forms Institute. The 


million over the preceding year 


million, 
1956 figure represented a 


ulated, to least volume of reached 


according to gain 
ot $32 

At an annual meeting in February, members of the Business Forms Institute 
that WILLIAM ( 
LAMPRECHTER, Stephen Green Co., was installed as president of the Institute 


S. DAUGHERTY, Shelby Salesbook Co. Vice presidents are T. S 


reported 1958 is expected to equal last year in production 


succeeding R 


DUNCANSON, Moore Business Forms, Inc., and THOMAS A. TAYLOR, Scehwa- 
bacher-Frey, San Francisco 
* 
A barbecue sirloin beef dinner and a member of the Los Angeles Dodger 


Gold 
The 
Golden State group held its spring golf tournament March 14th at Woodland Hills 


the 
Los Angeles. 


staff were announced as drawing cards for a March 31 meeting of 


State Travelers at the Mission Room of the Pabst Brewing Co., 


? 
; 

» Country Club 

’ S 

7 

‘ How to Sell Machines,” a 64-page sales training manual for dealer sales- 
* men, has been issued to members of NSOEA. It is the 21st of a series of sales 
* training course manuals developed for members of the association. It treats 
» . 

» specifically with the selling of adding machines and portable typewriters 

? 
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Dealers in all parts of the country have found that 
they can create extra sales any time of the year by 
setting up a mass display of Webster’s New Col- 
legiate Dictionary, a Merriam-Webster. Why not 
build a mass display in your store now? 

With today’s great emphasis on better grades there 
is a tremendous year-round student market for this 
dictionary. This Merriam-Webster is required or 
recommended by nearly every school and college 
and is the most popular question answerer for home 
or Office. It is advertised regularly and continuously 





in Life, Time, The New Yorker, Atlantic, Harper’s, 
Saturday Review and other leading publications. 
Write for catalogue and discount schedule to 
G. & C. Merriam Company, Springfield 2, Mass. 





The only dictionaries backed by over 100 years 
of specialization in dictionary making 


- - - for more details circle 143 on last page 









14 NSOEA District Meetings set for Next Three Months An entirely new program for dis. 
trict meetings of the National Sta. 
tionery & Office Equipment Assn 
will be unveiled March 21-22 as 
District 5 opens the seasonal round 
of 14 meetings at one of the finest 
resort hotels in the country, The 
Greenbrier at White Sulphur Springs, 
W. Va. 

Other district meetings will be held 
through June 24. 

New this year at each meeting will 
be a management seminar session, te. 
placing the “President's Troupe’’ of 
the past and patterned after a suc. 
cessful NSOEA semiaar at the Uni. 
versity of Georgia last fall. 

Dr. Ralph D. Cies, president of 
his own management consultant firm 
and NSOEA’s research director for 
the past eight years, will conduct one 
session dealing with ‘Management 
for Profit.” In a half-day session at 
each district meeting, Dr. Cies will 

discuss inventory, operational costs 
Attendance at last year's District 7 meeting really paid off for the lucky Bob Schrancks of and ‘Men. Merchandise and Money’ 
Duluth, Minn., shown here collecting their prize — a trip to the 1958 Mardi Gras in New So = , ' 
Orleans. Seeing them off are A. A. (Bud) Caruso, extreme left, Northern States Envelope Co., as they affect the profit picture of 
president of the Northwest Travelers, and, extreme right, Wally Hubbs, Thomas & Grayston, the stationery industry. 
Minneapolis, former district governor. The stewardess in this Minneapolis airport scene is 


; : - : A second seminar session at each 
Virginia Hergenrader. At the Lucky Seven meeting this year the big prize will be an eight- z 
day vacation for two at the beautiful Hotel Del Prado in Mexico City. meeting will be conducted by Dr. 














In this cntesitilitine new ltl 
thousands of buyers and consumers 
tell exactly HOW YOU CAN MAKE THEM BUY! 


If you'd like to know which words, and what little habit 

J P, oO al you can develop, that make customers want to buy from you 
us gat. then here at last is the book you've been waiting for. 

Yes, right from the customer's own mouths, here are the 


secrets of successful salesmanship from the buyers’ points of 
view . . . phrases that you can use that make customers en- 
large their orders even unsuspected habits that make 


you Jose sales as revealed by the purchasers themselves 
It is just published! 


SELLING If you are interested in improving your sales record, could 
you profit by knowing the secret thoughts of every customer 
you saw today? 
Wouldn't it boost your sales volume if you knew the real 
STRA TEGIES hidden reason you got only a token order when your com- 
petitor walked off with a whopper? 


Could you better your selling performance if every buyer 


By Charles L. Lapp you talked to gave you a frank, no-holds-barred opinion of 
Professor of Marketing iste sales efforts 
Washington University That's the kind of down-to-earth know-how that “Chuck 
Deteler Epeder on Sales Tochoies Lapp’s book gives you! It is based, in part, on studies of 
? aiietpes eye 15,000 buyers and 2,300 retail customers. Their answers 


360 pages, 6 x 9, $4.92 


show you in detail how to step up your sales success! 


You get a short-cut to the top of your sales organization 
DAVIDSON when you use the other lively information in this book, too 
It tells you explicitly how to get the EXTRA sales that make 
PUBLISHING COMPANY your sales volume the biggest on -the staff. You get the 
EXTRA commissions (that the ordinary salesman misses) 
405 East Superior St. when you use this book’s sales-boosting tips on group sell- 
ing after-sale selling, telephone sales, how your wife can 
Duluth 2, Minn. help swell your income, etc. 
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There are no tricks to this test. What you see on the left is the actual result of typing time after time on the same line 


of standard brand carbon paper. What you see on the right is actually the same test with new, plastic-finish NU-KOTE! 


“DURABLE? Plastic-base NU-KOTE outlasts ordinary carbons 3 to 1 


Check! And that’s only the beginning of the fresh dealer and 
customer advantages built into M&V typewriter Nu-Kote. 
For instance: 

e A single weight and grade of Nu-Kote does just about 
every job imaginable. No more inventory problems for 
you or customers. 

e Two-minute sales training! Give your salespeople the 
Nu-Kote facts, show them where your Nu-Kote’s located 
—and instantly they’re your carbon paper experts. 

e Nu-Kote lets you promise clean copies that stay clean, 
keep typists’ hands clean. 

Send the coupon today for free sample and information 

on a Nu-Kote dealership. 








1?? 


DEALER SALES DEPT., BURROUGHS DIV., BURROUGHS CORP., DETROIT 32, MICH 


CT] SEND ME FREE SAMPLE! 


CT] I'D LIKE DEALERSHIP FACTS! 
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William H. Harris, Jr., associate pro- 


fessor of business administration, 
University of Georgia. Dr. Harris will 
discuss advertising, merchandising 


and salesman selection and training. 

Also addressing the delegates at 
each district meeting will be William 
R. Diehl, Jr., of Diehl Office Equip- 
ment Co.. Columbus, Ohio, the 
NSOEA president, and Edwin H. 
Mosler, Jr., president of Mosler Safe 
Co., New York City, and NSOEA 
vice president-manufacturers. 

District Governor Hanly Morgan 
has made it clear that the welcome 
mat is out for the Greenbrier meet- 
ing. NSOEA announced that other 
district governors will welcome all 
members of the trade—dealers, manu- 
facturers and travelers. In addition to 
the profitable seminars, each district 
is planning something special in the 
way of entertainment. Here is the 
schedule of meetings, in order as they 
occur. 

Dist. Where When 

5 The Greenbrier March 21-22 
White Sulphur Spgs. 
West Virginia 











A committee of charming ladies has been flanning since mid-winter for the “Nifty Ninth” 
district NSOEA meeting at New Orleans April 9 to 11. Victor C. Hayes is general convention 
chairman and a Texas Travelers committee headed by R. C. Stafford Ill is planning a grand 


river boat party. 


Planning the ladies’ entertainment are, 


left to right, Mmes. Herbert C. 


Parker, Jr., Forest C. Buchanan, Harold J. O'Donnell, Clyde Smith, Lucas J. Scramuzza, John 
R. Jacobs, Paul Mule, W. E. Eldridge (chairman), Lawrence Comiskey, Sr., E. Lamar Murray, 


Victor C. Hayes and John J. Seaman. 


9 Jung Hotel 
New Orleans 

4 Peabody Hotel 
Memphis, Tenn. 

14 Hotel Westward Ho May 2-3 
Phoenix, Ariz. 


April 10-11 


April 18-19 


11 Sun Valley, Idaho May 8-9 

12 Hotel Ahwahnee May 12-13 
Yosemite, Calif. 

10 Cosmopolitan Hotel May 16-17 


Denver, Colo. 
8 Western Hills Lodge May 22-23 
Wagoner, Okla 


6 











Nippersink Manor 
Genoa City, Wis 


May 26-27 


Hotel Leamington June 2-3 
Minneapolis, Minn. 
Cavalier Hotel June 9-10 
Virginia Beach, Va 
Scaroon Manor June 13-14 


Scaroon Lake, N.Y 

Grossinger Country- June 16-17 
Club 

Grossingcr, N. Y. 
Equinox House 
Manchester, Vt 


June 23-24 





S-T-R-E-T-C-H 


TIMES THEIR LENGTH 


STAR Pure Rubber Bands 


Accepted everywhere—in office, factory, store, library, 
school or home because of their “snappy” action and great S 
tensile strength. Always repeat in sales—the same satisfied “© 
customers prefer reliable STAR pure rubber bands because 
they re fresh, clean and reusable. Ask for the STARS for 
higher profit. STARS are a sturdy stock—specially treated 
for added strength and durability. 


Trademark Reg. U. S. Pat. Off. 


EBERHARD FABER 


WILKES-BARRE, PA. 


TORONTO, CANADA 
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CHOICE OF GREY OR COLORED 


RUBBER BANDS 
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MORE TYPEWRITER RIBBON 
SALES—EASIER AND QUICKER 


witH EAGLE BRAND!” 


Says—DON WAGNER, V.P. 
PERRY OFFICE SUPPLY CO., SYRACUSE, N.Y. 


BILL PERRY adds: “Our typewriter ribbon sales 
caught fire when we put in your Eagle Brand self- 
serve display rack. Now our customers serve them- 
selves quietly, quickly, and easily—leaving our 
sales people free to serve others, thanks to your 
revolutionary merchandising system. Your trans- 
parent package also has eliminated costly wrong- 
ribbon exchanges. 








Supply Co., winner 
many nat'l mer- 
chandising awards 


“The compact display rack has freed valuable shelf space pre- 
viously used by ribbons packed in obsolete boxes. We have your 
rack out on the counter in full view of our store traffic where it 
has created many impulse sales—something we never had before 
with our previous brand. The customer is also happy because he 
is getting a ribbon with the original factory freshness sealed in 
by your novel vacuum packing. 


“I personally think your Eagle Brand Self-Serve idea is the finest 
typewriter ribbon deal on the market; it’s new, it’s different, and 
it really sells. Believe me, we know.” 


WE CAN DO THE SAME FOR YOU! 


~* NEEDAFS 


EAGLE -® sranp 


N Self-Serve 
en Rack Holds Over 
; 1 Gross of Ribbons 
In 1 sq. ft. Area 


© 100% 


SELF-SERVE 
MERCHANDISING PLAN 


CREATES 
IMPULSE SALES 


EACH RIBBON 


VACUUM PACKED 
NO EXTRA COST 
60 DIFFERENT RIBBONS 


ON ONLY 12 SPOOLS 
2 COLORS 





Special Introductory Offer Now in Effect 
—Write for Details TODAY 


( EAGLE -#: BRAND ). 


AMERICAN RIBBON AND CARBON CO., INC. 


Manufacturers Since 1898 


Dept. MS, Box 1212, Rochester 3, N.Y. 


& 


c 





: 


VACUUM PACKED 


TYPEWRITER RIBBONS 


@ Finest quality 
@ Sharper writing © No extra cost Seay 


@ Always fresh @ Last longer 
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Davidson Establishes This award of $1,000 a year is 
Journalism Scholarship the largest ever set up at the Uni- 
A new annual scholarship to versity's School of Journalism. 


stimulate interest in business pub- The 
lications has been established in the 
School of 
versity of 


competition is open to all 
junior class students 
Journalism at the Uni- each year, 
Minnesota, Minneapolis, by 
by the Davidson Publishing Com- 


pany, Duluth, Minnesota, publish- 


journalism 
Selection will be mad« 
a board of faculty members and 
will be based on competition con 
sisting of an analytical study of any 
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eS Pr cand Available in 5” Pocket-Purse Size #F-450 


Auditors, 
Accountants, and clerks all 
applaud the LINDY Audi- 
tor’s Pen with the fine 
writing point—now avail- 
able in 8 colors. 


* Bookkeepers, 


Ink Meets 

U. S. Govt. Spec TT-1-562 
Permanent 
Non-transferable 
Non-Smudging 


¢ Perfect balance insures no 
writing fatigue. 

RED * BLACK 
LAVENDER * GREEN 

YELLOW-GOLD * BLUE 

TURQUOISE * BROWN 

The Color of the 

Pen is the Color 

of the Ink 


*Giant Ink Supply writes 
two to three times longer 
than ordinary ball point 
pen cartridges. 


UNCONDITIONALLY GUARANTEED 


Manufactured by 


Lindy PEN CO., INC. 


fair traded Culver City, Calif, U.S.A 


fed. tax incl. 
Write for your Free Sample *F-460 LINDY Auditor's 
Pen Dept. 8-AM—LINDY SALES CO., 9601 W. 
Jefferson Blvd., Culver City, Calif., U.S.A. 


“Get It From 
Your Wholesaler” 





Company 


1 

1 

1 

! 

1 

1 

! 

, Buyer 

1 
Smooth, Fine Writing Point. ; Address 
= 
4 City Zone State 
! 
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business publication and an article 
prepared especially for that public 
cation. 














Announcement of the winning 
student will be made at Cap and 
Gown Day each May. The grant 
will be given to assist the winneg 
during his or her senior year 
“This scholarship has been set 
up firstly in recognition of the out: 
standing 












































service to the field of 
journalism performed by the Unie 














versity of Minnesota School of 
Journalism,” Marshall Reinig, 
Davidson president, said, “and 






secondly to encourage journalism 


students to give serious considera. 





tion to the excellent opportunities 


business publications hold for them 





following graduation.” 


Expansion of Eastern 
Stationery Show Planned 

The second, third and _ fourth 
floors of the New York Trade Show 
Building have been reserved for the 





annual Eastern Commercial 
Stationery Show to be held Oct. 25- 
29 this year. 

The show is a joint venture of the 
Stationers Association of New York 
and the Metropolitan Travelers Club, 
It is designed to give dealers in 12 
Northeastern states an opportunity to 
view the complete lines of exhibiting 
manufacturers. 

In the first such show last fall 110 
exhibitors were represented. It is 
estimated that between 150 and 175 
manufacturers will exhibit in 1958. 

Total attendance for the 1957 show 
which 2,367 registra- 
tions represented 737 dealer firms. 
There were 881 exhibitor personnel 


sec nd 





was 3,248, of 


registered. 

Invitations for the 1958 show will 
be extended to stationery and office 
supply buyers for department. stores, 
book stores, buying offices 
and variety stores in 
addition to all stationery and office 
supply dealers in the 12 Northeastern 
Admission will be free to all 
members of the industry. Consumers 
will be admitted only if accompanied 
by an accredited dealer member of 
the industry. 

Co-chairmen for the 1958 show are 
Milton Stone-Newman _ As- 
sociates, Inc., and Carl. C. Judkoff, 
Printing and Stationery 


college 


and syndicate 


states. 












Stone, 


Cantigny 
Corp. 
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Grrurious Stele’ Display 


A distinctive “silent salesman” featuring merchandise 
of unusual beauty and quality at a modest price, and 
producing volume sales. It will make money for 


; you on your counter or showcase 
tionery 


Order display *15-12-5 
Contains 12 “Hidden Helix” Pens 
1958 


All-Rite Pen Inc. -- 241 Hudson Street, Hackensack, New Jerse 





ee 


Central Florida Group 
Is 39th NOMA Affiliate 

The National Office Machine Deal- 
ers Assn. chartered its 39th local 
affiliate, the Central Florida OMDA, 
at a St. Petersburg meeting in Febru- 
ary. Charles Meyers, NOMDA vice 
president, attended as official rep- 
resentative of the parent group. 

Rocky Jones, who did much of the 
work in organizing a charter member- 
ship of 25 companies, was named 
president. William Rumley is vice 
president, E. E. Tyler secretary and 
W. M. Ohse treasurer. One of the 
new group's first acts was to challenge 
the South Florida OMDA to a mem- 
bership contest. 

“Reactivate in '58” is the motto of 
the St. Louis OMDA under N. H. 
Von Soosten, newly-elected president 
who served a previous term in 1952. 
Serving with him are Robert Gruener 
of Gruener and Sons Typewriters, 
vice president; Judith Hulseberg, Von 


ACCO comes to the aid of 
Business Machine Users with 


ACCOPRESS PIN PRONG BINDERS 


Business 


more on machines—and many of 


them use marginal pre-punched sheets 


or forms. 


not fit the small pre-punched holes in such 
forms. So—Acco designed 
with thin, 1/8” wide prongs, incorporated them 
in Accopress Binders of pressboard (5 colors) 
or heavy binder board covered in slate blue can- 


vas or black pebble grain cloth. We call it the 





ACCO PRODUCTS 
A Division of NATSER Corporation 
In Canada: Acco Canadian Co., Ltd., Toronto 


OGDENSBURG, NEW YORK 


depends 


Standard 


Soosten & Co., secretary; and Joe 
Zollmann, Addressing Machine & 
Supply Co., treasurer. 

Heading the 14-member Hawaiian 
OMDA, organized in late 1957, is 
Robert Miller. A New Jersey dealer, 
Nicholas Fucci of Englewood, is 
credited with creating the 
which led to formation of the island 
chapter. He called on dealers while 
visiting Honolulu earlier last year 


interest 


Pen, Pencil Group 
Re-elects Officers 

Charles K. Lovejoy, executive vice 
president of Scripto, Inc., and George 
Bartol III, president of C. Howard 
Pen Co., were re-elected to serve as 
president and vice president respec- 
tively of the Fountain Pen and 
Mechanical Pencil Manufacturers 
Assn., according to Frank L. King, 
executive vice president of the group. 

Sixty persons attended the associ- 
ation’s 16th annual meeting in Febru- 
ary at the Hotel Roosevelt, New York. 
The group’s Handwriting Foundation, 
now in its fourth year of existence, 


more and 


Acco Fasteners do 


special fasteners 


“9000” line and 
list sizes for all 
stock marginal 
punched sheets. 
You take it from 


there! 
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RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS 


TESORO, 
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was reported to have become the mos 
authoritative voice in the country op 
the subject of handwriting. 


Detroit NOFA Holds 
Sales Conference 

More than 50 office furniture te. 
tailers from Michigan, Ohio, Indiana 
and southern Canada met at Dear. 
born, Mich., Feb. 22 for a one-day 
sales conference sponsored by the 
Detroit chapter of the National Office 
Furniture Assn. (NOFA). 

“Selling in Today's Market” was 
the featured address by Dr. Joseph 
Thompson, Michigan State Univer. 
sity. In addition to workshop sessions, 
there was a talk by John R. Gray, 
NOFA director, on the 
1,500-member association's 1958 pro- 
gram for helping dealers with te. 
tailing problems. 

Thor Marsh, Marsh Office Supply, 
Inc., Ypsilanti, Mich., was chairman 
of the meeting. Roger L. Young of 
R. Young Associates is president of 
the Detroit NOFA chapter. 


executive 


@ PROTRACTORS © OTHER DEVICES 


tilel lini 
: U.S.A. 


co 4.5 








. Br gae 





he most 
intry op 


ture fe. 
Indiana 
t Dear. 
one-day 
by the 
l Of fice 


et’ was 
Joseph 
Univer. 
sCSSIONS, 
Gray, 
on the 
58 pro- 
vith re. 


Supply, 
hairman 
yung of 
dent of 


DEVICES 










° x 


From coast to coast, 
important buyers say: 


EWE 


“IS A REAL GOLD-DIGGER!” 


, There’s a gold mine of profits for you in 


_ AMERICA’S NEW LINE OF CHRISTMAS CARDS! | 











Mr. George Culver, 
SIBLEY, LINDSAY & 
CURR CO., ROCHESTER, 
N.Y., says: “Last Christ- 
mas the Jewel Line sold 
very well, indeed. You 
can bet we are going to 
cash in again this year.” 





Miss Blanche Matthews, 
MARIJ’S, DALLAS, TEXAS, 
says: “We’re increasing 
our order for Jewel Line 
Christmas Cards this 
year. We liked it and the 
public liked it. Jewel 
was a real sales success.” 





Mr. Ed. Kraft, HELAND- 
ERS, LAKE FOREST, ILL., 
says: “Jewel Line more 
than fulfilled our expec- 
tations last Christmas... 
its glitter and imagina- 
tion caught on big with 


’ 


our customers.’ 





Mrs. Irene Nelson, CITY 
OF PARIS, SAN FRAN- 
CISCO, CALIF., says: 
“We've had a wonderful 
experience with the 
Jewel Line. Last year’s 
record proved Jewel is a 
winner to watch in 58.” 








Take your profit cue from these smart buyers! Add the glit- — 

ter and imagination of America’s new line of Christmas Cards FREE SAMPLE CARDS 

to your stock... and add’ to your profits. Take a look. at the WHITE & WYCKOFF 1 
Holyoke, Mass. 


1958 line free. Just mail the coupon for Jewel samples. 


J Tee ye oe | 


Please send me without obligation a representative 
1958 Jewel Sample Kit. 








IN ciicercs secsiccsdnsbaccsapeekavisntecusscociauoucsdicnsuenwbalenehalediiaiasaiantian i 

1 

Store...... 

4 

by WHITE & WYCKOFF OL ROMS 
| New York Salesroom Holyoke, Mass. Chicago Salesroom * OE ES SNORE Erte RE elias is ae, ; 
30 Rockefeller Plaza 1536 Merchandise Mort | 3 
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New Representative 
Named by Sengbusch 

William L. 
Sagendorph, 3250 
Locke Lane, 
Houston 19, 
Tex., has been 
appointed a sales 
representative for 
the Sengbusch 
Self-Closing Ink- 
stand Co. His 
territory includes 
Texas, Louisiana, Arkansas and New 
Mexico. 


Se 





Sagendorph 


Portable Sales Expected 
To Exceed Million Mark 

A new record of more than one 
million portable typewriters will be 
sold in 1958, according to a predic- 
tion by Milton M. Watson, dealer 
product sales manager for Smith- 
Corona, Inc. 

Mr. Watson estimated total in- 
dustry sales of portables at 950,000 





from Sean to £ 






re-order line 


of modern 15c greeting cards 





ENCORES, InC, 3280 Broadway, New York 27. AU 3-6100 
_ SHOWROOM 225 Fifth Avenue, Rm. 621, New York. MU'6-8 


932 , ’ 





a division of 


units in 1957, as compared with 
719,000 units in 1956. 

Among the favorable factors he 
listed for increasing portable sales in 
1958 are a greater emphasis on ed- 
ucation, more typing at home by 
women with business experience and 
a growing teenage population. The 
combined effect of more teenagers, 
more education-conscious consumers 
and more home-typing by women is 
expected to extend the current boom 
in portable typewriter sales for a 
number of years. 


Arizona Store Named 
Distributor for Peerless 

Strauch’s, Inc., 60 W. Main St., 
Mesa, Ariz., has been appointed 
distributor in the Mesa and Phoenix 
area for Dri-Stat office 
photocopy equipment and materials. 

Located in Mesa for 29 years, the 
Strauch store operates its own printing 
plant and distributes a full line of 
office supplies and stationery. R. F. 
Wayland is manager of the office 
machines department. 


Peerless 


GENERAL BIRTHDAY 
RELATIVE BIRTHDAY 
BELATED BIRTHDAY 
ANNIVERSARY 


BIRTH 
CONGRATULATIONS 


CONVALESCENT 
ENGAGEMENT 
FRIENDSHIP 
CHRISTMAS 


Sr oe 


Winner 







, holds dialer pencil | 
== magnetically ! =~ 


Milwaukee Firefighters 
Use Stationery Store 

William Dick and his Integrity Of.- 
fice Supply Co., Milwaukee, were 
praised by fire department officials 
for helpful cooperation in allowing 
the store to be used as a first aid 
station during a devastating, five- 
alarm blaze that destroyed or damaged 
a half block of business buildings in 
February. 

Milwaukee's worst winter fire in 
years resulted in injuries to 26 fire- 
men, policemen and spectators. 

The stationery store, almost direct- 
ly across the street from the fire, was 
jammed with stretchers and _in- 
halators. Three physicians treated 
men there before sending them on to 
an emergency hospital. 

Melting ice covered the store's 
floor and the firm's five telephone 
lines were tied up by officials and 
reporters, but it was reported the 
building and its stock were not 
damaged in any way. Mr. Dick’s em- 
ployees were kept busy providing 
water and coffee for the disabled. 


ene 


) MAGNETIC | 
PHONE 
PAD | 







in the 4th 

National 
Lithographic 

Awards 


competition 


ART GUILD OF WILLIAMSBURG, INC. 
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A highly practical accessory, priced low enough to 
make it absolutely indispensible! Clips to any rec- 
tangular base phone or phone cover, holds “com- 
fort-contoured” mechanical ball-capped pencil in 
place magnetically. Pad has polished brass top, 
glossy black lacquered base, protective under- 
pad. Includes supply of standard 4” x 6” sheets. 


PRODUCTS 





Division of KETCHAM & McDOUGALL, INC., Box 15, Roseland, N. J. 


Send for catalog describing complete PAT line , - j 
Stamp Keeper * Tape Keeper * Reel Riter Ball Point Pen * Pin-On Penci 
Moti ee 





TElottach Pencil * Key Keeper * M 


~ 


4 
li acara SS  teeesS 


- = = fer more details circle 138 on last page 


MODERN STATIONER, APRIL, 1958 











oO 





ty Of. 

were 
ficials 
owing 
st aid 

five- 
naged 
gs in 


ire in 
. fire- 


direct- 
> was 
| in- 
reated 
on to 


tore’s 
shone 
; and 
| the 

not 
$ em- 


iding 
d. 





d 








SOME LIKE IT THIS WAY... 








but YOUR customers will be HAPPIER on 


FOAM OFFICE CHAIR CUSHIONS 


Statistics tell us that the average businessman does not want the plush surroundings 
of a Sultan... nor does he relish the austerity of a bed of nails. 
WHAT HE WANTS IS QUALITY AND COMFORT ...AT A PRICE HE CAN AFFORD! 

When it comes to office equipment, your customer is assured of the finest in 
latex foam rubber when he buys C-FOAM or MOLTEX cushions. 

Manufactured under meticulous and scientific control methods, C-FOAM maintains lasting 
resiliency throughout years of constant use. Millions of tiny uniform air bubbles 
GUARANTEE a lifetime of COOL COMFORT. 

And for the economically-minded customer, we recommend the fast selling MOLTEX line. 
Made of the finest shredded C-FOAM and adhesives, MOLTEX cushions are 
designed for the volume market, yet retain the same quality of fabric and 
materials used in the C-FOAM line. 

All cushions are available in Saran, Plastic, Fabric, Fibre and Corduroy coverings 
in a variety of colors. 


For more information on this fastest 
selling cushion, please write TODAY to... 








MERICAN ATH X 


PRODUCTS CORPORATION 


3341 WEST EL SEGUNDO BOULEVARD © HAWTHORNE, CALIFORNIA 
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NEWS . : Named Southwest Manager Representatives Named 

Olaf Gross has joined Facit, Inc., General-Gilbert Corp. has ap 
Stationer Invites as Southwest district sales manager. pointed three additional sales reps 
Pencil Week Speaker — He succeeds Carl resentatives for its line of adding 

Pencil Week was marked by Cronhagen who machines. They are Ralph Crane 
Arthur C. Mullen of the National is being assigned who will cover Northern California, 
Sales Development department of new management Oregon, Washington, Idaho, Mons 
Eberhard Faber Pencil Co. with an ' responsibilities. tana, Utah and Wyoming; Frank 
address before the Plainfield, N. J., Mr. Gross, a Regan, who will cover Southern 
Lions Club. Mr. Mullen spoke at 7. native of Den- California, Southern Nevada, Ari- 
the club’s Feb. 26 meeting at the . mark, came to zona and New Mexico; and Paul 
Park Hotel, devoting himself to 2 the United States Melanson, who will cover Illinois] 
the theme, “The Pencil Basic in 1941 and serv- Wisconsin, Minnesota, Nebraska, 
Tool of Education and Industry.” Gross ed in the U. §S. lowa, Kansas, and the Dakotas. 

Mr. Mullen, a lifelong resident Navy during World War II. He 
of New Jersey, was the guest of will headquarter in Houston, Tex., 
Lions member Arthur Williams, and service Facit dealers in Texas, 
manager of Howard W. Boise’s, Arkansas, Oklahoma, Missouri and 
Inc., stationers at 144 East Front Louisiana 
St., Plainfield. 

The speaker described the process Joins Marnay Sales 


New Appointments 

Ernest C. Lowthorp and John L, 
Snyder, of Stone Mountain and 
Brunswick, Ga., respectively, now 
represent the Milo Harding Co, 
manufacturer of Tempo stencil pro- 
of making pencils and their uses Bernard Weinstein has joined ducts, in the states of Virginia, North 
and told the absorbing history of Marnay Sales & Manufacturing Co Carolina, South Carolina, Tennessee, 
this oldest of writing instruments as a sales representative covering Alabama and Florida. In addition to 
still in popular use. Mr. Mullen the New Jersey and Pennsylvania making their regular calls in these 
formerly was district sales represen- areas. His lines will include desks. states, they will conduct sales meet- 
tative for Eberhard Faber in New files, the ‘“‘Partitioner’ and_ the ings for dealers and make sales calls 


Jersey and Pennsylvania. “Puritron” air purifier. with dealer salesmen. 


. THE HANDIEST i a 
mint Offer ROWLES 
| | THE FINEST NAME IN 
© OF Tops Cleaner ond = EEN , WALL HANGING CHALKBOARDS 
a | - : ____ AND BULLETIN BOARDS 


« 
ideal for Making : 
Carton Displays : =, 


2 aces ia 


Can Be Carried in 
Pocket! 


Kutto is the handiest tool ever made for the receiving and shipping 
room. Made of heavy quality steel, it will stand a life-time of hard use. 
Kutto is now available to you for re-sale purposes . . . contact your 
wholesaler or write us. Postpaid 
Retail Price, 1 Kutto with blade and 5 extra blades in handle. . . 

COACH POStlOVI ........c.ccccccsscccscesrserosesesvorncocrvecsessessosessesesovessoesesnsoosssssseep $1.25 
Wholesale Price, 1 Dozen or more $10.00 per doz. f.o.b. Chicago 


Snippo 


STRING 
CUTTER 


e@ CUT STRING, Framed in wood or aluminum, there’s a size and 
TWINE OR ROPE style for every use—school, office, store, industrial 
Snippo is the safest string cutter on the market ... it has no or home. Chalkboards are in See- GREEN or black; 
exposed —~ and it is impossible to cut one’s self. Sturdily con- cork bulletin boards in tan. All Rowles bulletin 
structed of heavy steel and is plated to prevent rusting. —— oe boards and chalkboards have brand acceptance, and 
WHOLESALE PRICES, F.0.B. CHICAGO are priced right for quick turnover. Sell the line that 

1 dozen or more, with 5 extra blades, per dozeM ..............000+ . sells itself—sell Rowles! 
—— rnin = 4 a —— ond — coomaaea Many other styles available including boards with 

. poet icin deine Been ee easels and floor stands. 
nutacrurers o recision uttin ools . 

Write for Circulars ’ Get the facts—Write today for Dealer Catalog! 


MODERN SPECIALTIES COMPANY E.W.A. ROWLES Co. 


e MANUFACTURERS OF SCHOOL EQUIPMENT 
ere oer eres See. Rope as. Chicago 23, tM 114 N. Hickory St. / Arlington Heights, Ill. 
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A big, new executive chair 


value from {G57 








Model 28-STA 


Retails for only $6725 
(Zone 2, $71.95)* 


aes 


7 eS oe 


* a , 





28-T A, $59.95 
($63.95) * 


25-S, $42.95 
($46.95) * 


27-LA, $39.95 
($43.95) * 


23-LD, $19.95 
($21.95)* 


*(Zone 2: Texas and 11 western states) 


See it at 
NOFA 


-Pooths 7 D/ = Y) 


— — 





@ It's a red hot sales item... this big, 
comfortable, fully-adjustable COSCO 
posture chair which you can retail for 


ities $67.95 with full mark-up! And it's backed 


by the largest full-color ad program in 
COSCO history! Just another big rea- 
son why it will pay you to stock and 
feature COSCO, the line that offers you 
more to offer! 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 





ieee | 


COSCO also offers comparable values in 
chairs, settees, sofas, tables 





ee ee 


Supply Company Names 
New Southern Traveler 
William D. 
(Bill) Green has 
been appointed 
Southern Travel- 
er for Associated 
Stationers Supply 
Co. of Chicago. 
His territory in- 





cludes Alabama, 
Arkansas, Geor- 
Green gia, Louisiana, 


Mississippi and Tennessee. 

Mr. Green at one time owned and 
managed his own store in Lebanon, 
Tenn., where he makes his home at 
640 West Spring St. 


Stationer Elected 

Walter H. Miller, president of the 
Otto Ulbrich Co.. Buffalo, N. Y., 
stationery and office supply firm, has 
been elected second vice president of 
the Buffalo Retail Merchants Assn. 





CARBON PAPERS 
and TYPEWRITER RIBBONS 


White 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 
guarantees top quality and 
top performance for your 





Storch-Tepper Named 


Romco Distributor 

Romco Equipment Co., Kenilworth, 
N. J., maker of steel office furniture, 
has announced that Storch-Tepper As- 
sociates are now sole representatives 
and sales agents along the Eastern 
seaboard for all products marketed 
by the concern 

Storch-Tepper, at 154 Nassau St., 
New York 38, N. Y., will adhere to 
the established Romco policy of selling 
their office furniture only through 
the trade. A new desk catalog is 
available for dealers. 

Romco will henceforth devote its 
time to production and research. 


Leasing Plan Announced 
By Clary Corporation 
Clary Corporation has announced 
a dealer perpetual leasing plan for 
its line of cash registers and 10-key 
and full keyboard adding machines 
The plan provides for payments of 
$32.50 per month for each $1,000 
worth of machines leased over a three- 























customers. 


Easy-to-handle WRITE carbon papers 
make more copies, make cleaner carbons, 
and are more economical to use. 
WRITE typewriter ribbons produce clear- 
est, crisp, uniformly sharp letter — and last 
a long time, too. 
Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 

“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 
for samples and discounts today. 








WRITE 


(INCORPORATED 
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420 Lexington Ave., New York 17, N. Y. 
Factory: Bridgeport, Conn. 
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year period. At the end of the three. 
year contract, monthly payments be. 
come the annual payments or the 
lessee can arrange to purchase th 
equipment outright for a nominal 
sum. 

In addition to Clary equipment 
dealers also may include on the leas 
all other non-competitive produds 
such as desks and chairs. 


4 Saleswomen Win 
Holiday Cruises 

Four top prizes in the Sheaffer 
Pen Company's Caribbean holiday 
cruise contest for retail sales person. 
nel have been won by women — Miss 
Pauline C. Krause of Lucas Brothers. 
Inc., Baltimore; Mrs. Catherine A 
Howard of Burdine’s in Miami; Mrs 
Clara Phelps of Nestor’s Office Sup- 
ply, Detroit; and Mrs. Ruby Nelson 
of the Stationers Corporation, Los 
Angeles. 

A number of other persons cited 
for superior salesmanship by “mystery 
shoppers’ won watches. 


MORE 
PEOPLE 
BUY 


MARKING DEVICES 


LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 19 
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Store Manager Named 


For Lowman & Hanford 





ominal Hal Johnson, manager of the retail 
division of the Lowman & Hanford 
pment, 3 Co., has announc- 
€ lease ed appointment 
rodudts of F. K. Leever 
as manager of the 
Lowman & Han- 
ford store at 
Olympia, Wash. 
heaffer Mr. Leever 
noliday formerly man- 
Derson- aged the office 
~ Miss Leever supply depart- 
‘others | ment of a Lowman & Hanford store 
ne A — in Seattle. At Olympia he replaces 
i: Mrs § Tom Heckard, now manager of the 
e Sup. wholesale book division at the J. K. Office Planning Kit Available 
Nelson Gill Co., Portland, Ore. A portable office planning kit now available consists of a convenient 18” by 23” carrying 
case with 1,440 templates which adhere to the white planning board. An accompanying book- 
1, Los let, Office Planning & Layout, is a simple but authoritative guide on the subject. The kit sells 
Golden State Travelers for $40 and is available only through the Wood Office Furniture Institute, 1414 Eye Street 
; cited | Pick Top Dealer Salesmen N. W., Washington 5, D. C. 
nystery Bob Gans of Cornell Stationers, 





Chula Vista, Calif., was selected as 
Dealer Salesman of the Year by the 
Golden State Travelers recently. He 
received a $250 award and is eligible 
to compete in the national finals 
in Chicago. 

Nine others who received “Sunny” 
salesman trophy awards as outstanding 
retail stationery salesmen were Don 
Hess, Industrial Office Supply, Pasa- 
dena; Mike Melnick, Gill's Office 


Supply, Long Beach; George Gilfil- 
lan, A. C. Vroman, Inc., Pasadena; 
Clyde Davis, Forrest Stationers, Santa 
Monica; Bert Purdy, Sarretts, Las 
Vegas; Bob Garver, Southern Cali- 
fornia Stationers, Los Angeles; Ted 
Vaughan, The Brown Shop, Pasadena; 
Bob Hagedorn, Westwood Office 
Supply, Westwood; and Al Boyle, 
Grimes-Stassforth, Los Angeles. 
Winners were announced at the 





seventh annual Golden State ‘Rally 
for Sales,” attended by more than 500 
persons. Dick Kirkpatrick was gener- 
al chairman of the sales rally. Speakers 
included J. N. Christianson of Quality 
Park Envelope Co. and Jack Schwartz, 
author of “How To Do More Busi- 
ness by Telephone.” 

Some of the Golden State Travelers 
planned to take an active part in the 
pencil program held in connection 
with the February meeting of the 
Stationers Association of Southern 
California. 


Texas Traveler Joins 
Ellingsworth Mfg. Co. 





Charles C. McDaniel of Fort 
Worth, Tex., has been appointed 
' Southwest rep- 
resentative for El- 

ingsworth Mfg. 

Co., makers of 

Duo-Tang _ loose 


leaf covers. 

Mr. McDaniel 
has been active 
in the stationery 
industry since 
1925. He is a 


McDaniel 
field member of NSOEA, a member 


Assembled to start a spring selling spree for Columbia Steel Equipment Co. are, standing left 
fo right, Jim Pierson, Walt O'Neill, Joe Mazer, Nat Plaine and Frank Puckett, all of Columbia; 
William Dubey, Herb Brause and Dick Braun, visiting dealers; Jack Emhardt and Herman 


of the Louisiana Printers and Station- 
ers Assn. and WSA. Since 1951 he 


Gessner, Columbia president and treasurer; Bob McManus, Richard Kilpatrick, Monroe Heide, has_ been secretary-treasurer of the 
aie Milt Market and Columbia salesman George Little. In the front row, left to right, are Colum- Texas Travelers Club in the 9th 
bia's Jerry Larkin and Tom Adams; dealer representatives George Eberle, John Solomon, Joe sae 
| page Jones, Sol Wasserman, Bob Cassidy and Carl Hammerl. istrict. 
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Oxford Filing Supply 
Shifts Territories 


includes the Dis- 
Baltimore 
McCauley leaves 
return to Oxford's 
Garden City offices where he will 
handle Penaflex franchise administra- 


to the area which 
trict of Columbia. 
Virginia. Harold J. 
this 


and 


territory to 


Changes in sales personnel in 
two of its Eastern territories have 
been announced by Oxford Filing tion. 
Supply Co. ° Both Mr. 


Clement M. Mather has been as- 
signed to cover Pennsylvania (ex- 


Mather and Mr 
Sheehan will be covering territories 
they have worked for pencil com- 
They prepared their 


panies. for 


cept Pittsburgh and Philadelphia), 
West Virginia and Maryland (ex- new assignments at the Oxford 
: Training School and also learned 








about dealer problems by working 


with cooperating dealers. 


Western Office Opened 

Reflector-Hardware Corp., makers of 
metal merchandising and store fixture 
equipment, has announced opening of 
a new Pacific Coast office, showroom 
and warehouse at 851 S. Los Angeles 
St., Los Angeles, Calif. 


Mather Keltner 
cept Baltimore). Robert D. Keltner, At New Location 
who formerly covered this area, 


continues with Oxford as a consul- 
tant. 


Frank Sheehan has been assigned 


Effective April 1, R. D, Crim Co., 
Easton, Pa., distributor of Royal pro- 
ducts, will be at a new location 


1216 Northampton St. 





Facit Dealers Compete 
For Trips to Mexico 

Twenty-four expense paid, six. 
day vacation trips to Mexico City 
will be awarded as prizes in 4 
nation-wide “Facit Space Race’’ con. 
test for dealers and distributors of 
Facit calculators and typewriters and 
Odhner adding machines. The con. 
test began March 1 and runs through 
August. 

Participating dealers compete with 
others in their own territories and 
runnersup will receive other prizes, 
Details on the contest are available 
from district sales managers or 
from sales headquarters at 404 
Fourth Ave., New York 16, N. Y, 
or 235 Montgomery St., San Fran- 
cisco, Calif. 


Industry Veteran Dies 

Joseph Lerous, 77, vice president 
of the Franklin Printing & Engraving 
Co., Toledo, Ohio, until his retirement 
three years ago, died Jan. 17. He 
joined the firm in 1894 and was a 
life member of the National Sta 
tionery & Office Equipment Assn. 








Double reinforced y 


EXPAND-A-LOPE 


REMARKABLE...REVOLUTIONARY 






bottom 


(Trade Mark) 


The briefcase 


Exclusive 
Design 


Not one, 


but 

2 QUALITY 
LOCKS! 
Electronically 
welded 


in place 


Full 
2 inch 
expansion 





with the 2 inch expanding gusset 
WE GUARANTEE WITHOUT RESERVATION that the Ex- 
pand-A-Lope will make obsolete any /ike-appearing item selling 
for up to $20. 

One piece bonded construction with NO WEAK or TENDER SEAMS. 
No Skimping ... No Cardboard . . . No Tricks . . . all solid 
quality material, extra thick 42 gauge virgin vinyl! Double 
reinforced bottom. 

DO NOT CONFUSE EXPAND-A-LOPES with chain store 
type goods or comparably priced domestic or imported items!! 
SIZE: 15Y. inch x 11% inch; legal file folder enclosed. 
DEALERS’ NET PRICE: — $18.00 doz. 

QUANTITY DISCOUNTS: —5% on 6 doz.; 10% on 12 doz. 
COLORS: Seal Brown, Jet Black, Luggage Tan 

SHIPPING WEIGHT: 15 Ibs. per doz. 


Order a trial dozen today... 
Your satisfaction guaranteed! 


SEE YOUR JOBBER or WRITE TODAY. 
ANGLER’S CO. 45-22 162nd St., Flushing 58, N. Y. 
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NOESTING PIN TICKET CO. INC. 
“Millions Daily” 


MAIN OFFICE AND FACTORY 


728 E. 136th STREET 
NEW YORK 54, N. Y. 


BRANCH FACTORY 
1815 WEST 74th STREET 
CHICAGO 36, ILL. 
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WORLD’S FASTEST SELLING PENCILS! 


because they’re the World’s Best Pencil Values! 


>rizes, 
tilable 
rs or 
404 
= 


sident 
raving 


” with NATIONAL ADVERTISING 
REACHING OVER 100 MILLION PEOPLE! 


ADVERTISED IN 
GOOD HOUSEKEEPING 





ORDER NOW ... thru your jobber! 


EMPIRE PENCIL CO. © Shelbyville, Tenn., U.S.A. 


f/ The PAKS 

/ with the 

PENCIL 
SHARPENER 
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A gold calendar from employees was presented to John B. Kemp, Jr., 
president of the Ever Ready Calendar Manufacturing Co., to com- 
memorate the firm's fiftieth anniversary. Miss Florence Appello makes 
the presentation while Edward T. Kemp, vice president, looks on ap- 
provingly. 





Ethan Allen, Revolutionary War leader who has long served as the 


trade mark for Dixon's Ticonderoga line, donned a special sash to 
promote the first annual Pencil Week. Stenographers are probably 
O if e being told that the pencil is mightier than the sword. 


Displays of electric typewriters in color offer power companies a new 
way of showing how electricity serves in business and in the home. 
This window was used by the Utah Power and Light Co., Salt Lake 
City. Smith-Corona has offered to lend machines to interested com- 
panies for display purposes. 





Diebold servicemen at Canton, Ohio, were called upon recently to 
open a money chest which had been heavily treated with nitro- 
glycerine and then abandoned by a grocery store burglar. The safe 
was opened without an explosion which would have destroyed its 
$10,000 cash contents. 
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The dealer who sells OXFORD PENDAFLEX equipment 












\ 
\ 
\ 


\ 
: 


How OXFORD PENDAFLEX equipment 
leads to new accounts and rising profits! 


More and more profit-minded dealers are finding Oxford 
Pendaflex filing equipment the first step to new, large 
volume business. So can you! 

With Oxford Pendaflex equipment, you offer more 
than a product. You offer ideas and service that mean 
increased efficiency and economy in the file department. 
These benefits gain you the ears of management, the 
men who can recognize and appreciate them. They 
class you as an expert . . . a problem-solver . . . the 
one who deserves all their stationery business. 

And remember! A complete line of Oxford filing 
supplies supports your system sales efforts. All bear 
Oxford’s traditional stamp of high quality. All are 
profit-makers in themselves. 











To help you exploit fully the profit possibilities of 
Oxford Pendaflex equipment, we will conduct special 
training sessions for you and your sales force. For 
full facts, talk to your Oxford representative or write! 

Oxford Filing Supply Company, Inc. 
142 Clinton Road, Garden City, New York. 


ford 


FIRST NAME IN FILING 
4 ~ " ; 
AZ ta 
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take the 
BEE LINE 


for profits. . 


AQUABEE 


Trademark of America’s most complete 
line of quality Drawing Papers! 


e Drawing Papers 

e Watercolor Papers e White and Colored 

e “Canvaskin”’ Charcoal Papers 
in Rolls, Sheets, Wire Bound Books 


e Tracing Papers 





American Watercolor Society 
Handmade Watercolor Papers. 


Endorsed by famous 
watercolor artists! Also 
available in a Student Grade. 


paper 
1-9 JORALEMON STREET e BROOKLYN 1, 
“The Home of Artists’ 
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NOW! NEW LOW PRICE on 


FLEXO-SPACE Self-Service Island 


ANNOUNCING our 
New low prices on 
FLEXO - SPACE Self - 
Service Islands. Here 
is your opportunity 
to follow the trend 
of thousands of ag- 
gressive merchants 
like yourself and 
modernize your store 
with Self - Service 
fixtures. Do it with 
FLEXO - SPACE at a 
savings of 50% 
over competitive Is- 
lands. FLEXO-SPACE 
gives you Self-Serv- 
ice, Mass Display 
and 300% more 
Selling Space than 
one flat-type counter. Yes, in only 121/2 Sq. Ft. of floor 
area you get 50 Sq. Ft. of selling space. Raise or lower 
the middle shelves every 2” within 15 adjustments. FLEXO- 
SPACE is a complete d! Your customers shop on 4 
sides from 5 large Self- Service shelves. The time-saving 
and money-making advantages of FLEXO-SPACE have been 
“Tested and Proved” by thousands of retail merchants. 
New amazingly low prices on FLEXO-SPACE at almost 50% 
less than you expect to pay. Without obligation write for 
FREE catalog on FLEXO-SPACE and other Self-Service fix- 
tures. Do it now — Today! 


CO., NE. 


N.: oe 
Papers” 




















Mfrs. write for special extra low prices. 


ADD SALES COMPANY 


829 York Street Manitowoc, Wisconsin 














- - = for more details circle 102 on last page 


NEW PRODUCTS ..... 


(Continued from page 16) 


. o 8 @ 2 2.2 @ 


Safe saan 15 
A new “Vital Records Display’’ will 
be shown by Protectall Safes at the 
NOFA exhibit. It presents 
forms, pointing out that they 
pennies at purchase when 
worth many dollars once 
cessed on them. 
Designed to fit the Challenger model 
Protectall 


business 
are worth 
blank and 


data is pro- 





insulated record safe, the 
display is available at no charge to 
dealers with a Challenger model in 
stock. 





Furniture in Color 


Columbia Steel Equipment 
| Co. is promoting its colorful 
| “‘Nine-to-Five’’ office furni- 


ture for use in plant offices 
to promote added efficiency 
with engineered work stations. 

The functional, modular 
steel furniture comes in twelve 
basic hues. 





Two-tone combinations make possible more than 150 
color schemes 


Desk Organizer 17 





A new desk organizer by Evans 
Specialty Co. expands to suit 
individual needs. Called the U- 
Bow, it is made of light, sturdy 
aluminum and will expand from 








a eo i inches to 4 feet. 
- The office accessory contains 
eight sections and measures inches wide and 9 inches high 
| Modern Desk 18 
A new desk called Mono-Wing 
Modernaire with a grill pedestal 
A on one side is going into produc- 
tion at Invincible Metal Furniture 





Co. Overall length is 83". The depth 
over the drawer pedestal is 36" and 


the depth over the grill pedestal is 
30 


Square 
be available in linoleun 
also will be 


edge tops as shown in 


or textolite 


the front here will 


moided edge linoleum top 
A molded edge linoleum toy 


view 
made 


Accounting Record Safe 
Mosler Safe Co 
line of 


has introduced a 


fireproof safes specifically 
designed for the efficient housing of 
accounting records. A called 
the “Mosler Machine Accounting 
Record Safe’ holds ledger trays on a 


sliding shelf and has additional room 


unit 





for record storage below the trays 
These safes also are available in 

multiple shelf models which will 

hold up to sixteen ledger trays 


20 

Fiberlite, a fiber glass wastebasket of 
modern design, is the newest office item 
made available through Globe-W ernicke 
dealers. The basket is leak-proof and 

% impervious to liquid and rust stains, the 


Wastebasket 





company says. 
Fiberlite is available in four colors, 
which are permanently pigmented 


throughout the fiber glass material. 
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| NEW LINES WANTED BY 





WHOLESALER-DISTRIBUTOR 
SELLING NATIONALLY iva. 


= TO COMMERCIAL 


STATIONERS 


We are doing a terrific job with the lines we are already handling. 
Our organization is expanding, our volume is increasing and now 


we can use additional lines in our very active set-up. 


If you are interested in tying in with this live-wire outfit, who can 


really do a successful selling job nation-wide by mail (no sales- 


men), then... 


STANMOR CORP. 


== 919 WALNUT STREET, PHILADELPHIA 7, PENNA. 


He 








THE 


KOH--BALL 





Ball Pon 


A best-seller for its excellent quality 
Top styling, streamlined nose-piece 
dnd beautiful finish—together with the 
interchangeable refill feature which 
means substantial savings to the cus- 
tomer and repeat sales to the dealer 
—make the KOH-I-BALL a must on 


every buyer's list 





RETAIL 29¢ EACH 





(Refills 15¢ Each) 





RETAIL 49¢ EACH 


(Refills 15¢ Each) 


The popular double-ended KOH-I-BALL, with Red and Blue points at 


opposite ends still only 49¢ each. 


Complete range of refills with color coded tips for quick identification includes 


(1) Regular 


Writing (2) Fine Boll for Accounting (3) Blue-Black (4) Colors (5) Liquid Lead (6) Reproducing 


The Finest in Writing 


Instruments Since 174510 





KOH-I-NOOR PENCIL CO.® BLOOMSBURY, NEW JERSEY 
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Mr. Stationer . 


Every customer of your 


ARTIST MATERIAL 


DEPARTMENT 


painting in oil colors is a potential buyer of 





the ARTISTS’ 

PERMANENT 
WHITE 

in OIL COLOR 


Permalba sells itself. It is 
the “‘name” white in the 
artists’ color field... an un- 
challenged position earned 
by over 35 years acceptance 
and recognition as the finest 
of whites... brilliant, per- 
manent and easy to handle. 


Made exclusively by 


F. WEBER CO. 


MANUFACTURING ARTISTS’ 
COLORMEN, SINCE 1853 


PHILADELPHIA 23, PA. 


Ferme 
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Steel Lockers 





Card File 


The H-O-N Co 
steel card file line 
at the 


is introducing a new 
in four standard finishes 
NOFA convention 
There are 10 different hinged-lid mod- 


21 


A new line of steel storage lockers an 


nounced by Penco Metal Products Div, 
Alan Wood Steel Co., is known as the 
Penco Series 6000. The advanced design 


comes in 12 styles, of which one of the 
commonly used the double tier 
herc 

lockers 
features 
handle 


most 1S 
shown 
The 


tion 


incorporate 
such 


new construc 
internal lift door 
continuous strike door frame, inter 
membered tier head construction, full-loop 
door hinges and the optionally available 
Auto-Lock. 


as 





els for 5x3, 6x4 and 8x5 cards. The line 

includes the smaller “‘tickler’ files and 

also 81" and 13” deep models, the latter 

two equipped with follower blocks and 

cover stops 

Ash Tray 23 





the snuffer cavity 
are available 


Memo Writer 


Majestic Pen Co 


a new memo writer which consists of 
a ball pen desk set with a supply of 


100 sheets 
The set, 
$1.50 
packed in 
available 


SIZE 
for and 
an 


in eight 


Wall-saver Chair 





54 


has 


of memo paper 
7” by 314 
comes 
illustrated 
matching 
phone colors for office or home use. 


An ash tray retailing for 69 cents 
been to 
contemporary decors. 
“Futura’’ and merchandised by the 
Dale Chemical Co., the tray incor- 
porates cigaret snuffers and a non- 
tipping feature 

It is molded of melamine and is 
said to be virtually unbreakable and 
blister-proof. The trays stack easily 
with the base of one tray fitting into 

beneath it 


has designed compliment 


Called _ the 


the tray Six high lustre colors 


24 


introduced 


, retails 
individually 
box. It 


tele- 


IS 





25 


Side chairs built to save walls from 
costly damage are featured in the newest 
line of Fine-Rest aluminum chairs by 
Globe-Wernicke. The chairs have slight- 
ly extended back legs which, when 
flush with baseboard, leave at least one 
inch of space between the chair and 
wall surface. 

The chairs, tailored in a variety of 
colors and durable upholstery, are re- 
commended for offices, reception rooms, 
halls and _ institutions. 
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This new | 
is the one stapler 
with all the advantages! 


Check these facts! 


MONARCH § MACHINE 
No. 10 Q 


List Price $5.65 
Weight in Ounces 27 
Stapling Reach gd /a, 
Uses Full 210 Strip Standard Staples X 
Pins in addition to stapling X 
Opens for tacking 
All springs concealed thus 
tamper proof 
Open channel for easy loading 
Opens automatically for loading 
Visible load indicator 
Extra large, smooth striker cap 
means less pressure, X 
greater comfort 
All metal construction X 
Cost per quality ounce 21¢ 37¢ 


ik 


See your Vail Representative, 
or contact— 


MONARCH PRODUCTS 


Vail Manufacturing Company 
900 East 95th Street 
Chicago 19, Illinois 
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7 Modern Colors: Impe 
/ ‘Vass colel d=) Gn 34210 Pa aa = 
Green, Castle Gray, 
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You'll sell MONARCH! 
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34¢ 


World’s Finest 
Staples and 
Paper Clips! 


Monarch Staples and Monarch Gem Paper Clips by Vail 
outsell the field! They're made from uniformly tempered 
tinplated steel wire to exact specifications — are known 
the world over for finest quality! 
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Whether the decor is 





The New . 
13%’’ Spiralite by Colonial 
blends in perfectly 


The rare combination of smart design, real beauty and magnificent, 
vibrant colors combine to make these new Spiralites by Colonial a 
wonderful addition to your candle counter. Available in 9 colors — 
ivory, lemon, white, turquoise, spring green, emerald green, old 
rose, red and light pink. 

SEND FOR COMPLETE CATALOG 


"See ws at all leading gift shows.” 
Colonial Candle (o. of Cape Cod, Inc. 


HYANNIS, MASSACHUSETTS 
- - - for more details circle 117 on last page 








New designs plus favorite prints 
keep Paper Art napkins selling! 


@ “Poodles” and “Provincial” add their colorful‘ Triple-use towels also serve as 

designs to special best sellers in 18” dinner  °cktail napkins and placemats! 

napkins . . . and make your line doubly attrac- 

tive to anyone with a party table to decorate. 

Keep your customers coming back more often 
.. with PAPER ART! 


Paper Art Company, Inc. * 26 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indiana 


@ Please send your new 1958 Paper Party Goods Catalog: 


Store Name 





Address... 
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Collator 26 

Collamatic Corp. has announced a 
new 20-page electric collator which, it 
says, offers a production increase of 
25 percent since previous machines 
could collate no more than 16 pages in 
one motion 

The 20-bin model, one of 10 offer- 
ed by the company, is also equipped 
with Automatic Production Control for 
faster and easier collating 








Tape Dispenser 27 

A new 11/,” automatic tape seal- 
ing machine called the Tapemaster 
#70 and said to be “impossible 
to jam" has been announced by Seal 
O-Matic Dispenser Corp. A company 
spokesman says jamming is eliminat- 
ed through use of a ‘Feed-O-Matic 
Drive’ which incorporates a rubber 
wheel action. 

Other features include a new tape length adjuster and tape 
guides, an unbreakable double-size water box and an unbreakable, 
rustproof chassis. The Tapemaster carries an unconditional guaran- 
tee for one year 





Cartridge Fountain Pen 

Scripto is offering a new Ink 
Cartridge Fountain Pen at $1.95 
The pen comes in red, blue, black 
or green all with chrome plated 
caps — and a choice of fine or 
medium points 

The company has designed and is 
promoting a window display on 
their new product. Boxes of eight 
ink cartridges retail for 50 cents. 


Folding Machine 29 


An improved model of the 
Premier Auto-Folder CV with a 
new spring mechanism for more 
uniform folding has been an- 
nounced by the Martin Yale Co 

The machine is said to be sim- 
ple to operate and small enough 
for the smallest office. Yet it 
makes the seven most popular 
folds used. Features include a conveyor-stacker, quiet belt- 
drive and handsome finish 





Ballpoint Ink 30 
Development of Skrip ballpoint 
writing fluid, described as an im- 
proved smudge-proof formula, has 
——Saaiatineess= been announced by the W. A. 
Sheaffer Pen Co. The ballpoint cart- 
ridge shown here in a cutaway of 
the Skripriter ballpoint contains the 
new fluid 
The company says the ink is completely permanent, instant 
drying and smoother flowing than conventional ballpoint fluids. 
It's claimed to write on smooth surfaces without smudging or 
skipping. 
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Set Urun there of Yar Renn d Welding Business... 

















INGLY NEW 


WITH THE EXCIT z 
a 


- \ 





fey ALBUM 
ve offunenncemen” 


A showing of contempora... 
e invitations and accessories 
¢ cake boxes, coasters, napkins 

¢ stationery for the bride 


This beautiful, easy to use album contains 
accepted rules of etiquette and examples 
of proper wording covering all situations 


Write today for complete information 





. every salesperson becomes a full fledged 


\ 


NATIONAL ARTCRAFTS, INC. 
3000 W. FORT STREET—DEPT. 114 
DETROIT 16, MICHIGAN 





wedding consultant. 


NATIONAL gives you fast consistently de- 
pendable service backed by nearly 25 years of 


dealing with satisfied customers everywhere 


Please send us complete information on the new Baovever Gruss 
ilbum of social announcements. 


STORE NAME 


STREET _ 7 
- == _— - ” om CITY _ ZONE STATE 
Shipments from DETROIT and LOS ANGELES DEPT BUYER 





ee ee ee) 
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THEY SELL ON SIGHT 


tik-tack So 


miracle dises 





Over 100 MILLION will be sold this year . . . and 

no wonder — Stik-Tacks are used in schools, offices, 

retail stores, factories, homes — anywhere and every- 

where. They're adhesive on both sides . . . stick to any 

surface . . . completely out of sight when in use . . . cannot 

harm displayed materials or walls . . . easily removed 

. . can be used over and over again SEND FOR 

DISCOUNTS, PACKING INFORMATION 
TODAY! 


Retail - folder of 82 discs 25c 


THOMPSON-WINCHESTER CO., INC 
890 Commonwealth Avenue, Boston, Mass. 


Please send Stik-Tack prices and packing infor- 
mation. 


Firm Name . 

Street Address 

City - State 

[] Dealer [] Representative 


Dealers 


| 
| 
| 
| 
| 
| Attention of 
| 
| 
- Representatives bal 
| 


Send for Prices and Literature 
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10-Key Calculator 

A 10-key “personal calculator’ that 
adds, subtracts, multiplies and divides, 
yet weighs only 6 pounds and sells for 
$125, has been introduced by the Bohn 
Duplicator Corp 

The BDC Contex is manually operat 
ed but has no handle in the ordinary 
sense. Its actuating bar is similar to 
the motor bar on electric machines. The 
patented actuating principle enables the 
Contex to attain speeds that equal or exceed those of electric 
machines, the company says. 

The machine has a capacity of 10 digits entered, 11 total, 

It is small enough to be carried in a briefcase for field work, 











eeeaneeetee a - “Se 6 6 6 6 6 business trips or work at home. . 
e e *« 
& a 
e e Painting Set 32 é 
6 e Avalon Manufacturing Corp. offers a 
« has the features e paint-your-own set for hobbyists that 
e e retails at $4. The set contains all the 
e ° necessary supplies and three pre-sketch- 
ad ° ed masterpieces by Utrillo and Renoir. 
: to 4 The hobbyists mix and blend the 
- md colors themselves to match full color 
. . lithographic prints of the famous works. 
a a ee a a a a The color prints are included in the 
set 
a 
Side Arm Stapler 33 G 


A new stapling machine is being 





VARIABLE S| 


| lies ea = placed on the market by Lansdale 
“ih — ~ . 
PITCH SHELVES | —==——_—{T—"/-- Products Corp It's called the 
LAI} "S.S.S."_ which is short for Side 
Saddle Stapler and which indicates 
the three functions stapling, sad- 


May be changed from level to sloped .. . 
raised or lowered . . . added or removed without 
tools or special labor to change departments 
“overnight”. Give double the merchandising 
effectiveness at lower first cost . . . lower opera- 
tional cost . . . lower maintenance. 


dle stitching and splicing. 

Priced at $5.50 retail, the stapler 
does long reach work, yet is light 
in weight and compact enough to 
be carried in one’s pocket. Display cards showing the various 
uses are available. 





BULMAN HAS THE MERCHANDISING KNOW-HOW 


To INCREASE YOUR PROFITS 


You get the benefit of Bulman’s experience 
with over 30,000 stores . . . proven ideas for 
store layout, color scheme, stocking and display 
at no additional cost . . . Know-how that has 
meant a 31.2% AVERAGE sales increase for 
all Bulman-engineered stores. 


Carbon Set 34 


A nationally advertised second- 
sheet, Sea Foam Bond, is now avail- 
able in carbon set form. The sheets 
have one-time carbons attached for 
quick, convenient and clean copies. 

Made by Brownville Paper Co., 
the Sea Form Carbonsets use No. 
1 sulphite paper available in seven 
colors. The typist merely inserts the 
set behind the letterhead and types, 


z : then snaps out the carbon and discards it when the letter is 
Write, Wire or Call Dept. MS-28 comnieead. 


1 an | 
x* apie 








eeeeeeeceae ee eeeeeeeeeeeeeee 8 
a . 
. - Wall Clock 35 
i. e A new electric wall clock designed es- 
> ‘ pecially for use in schools, offices and . 
- THE CORPORATION similar commercial locations has been in- & 
mf : ° troduced by Westclox, division of General | 
: Grand Rapids, 2, Michigan e Time Corp. < 
ss - . e The new Westclox Monitor measures “ 
< World Leader in Self-Selection Merchandising ® eight inches in dial diameter and is adapt- * 
e . ' 
able somewhat smalle orcic 
e Canadian Subsidiary: Bulman of Canada (Store Equipment) Ltd ° able to re hat smaller commercial } 
4984 Dundas Street, W e spaces than its forebear, the 121/,-inch i 
° Toronto, Ontario e Monitor. The new model comes in bright 
e e chrome colors or in desert tan. 
e ee 


eeeeeeeeeee eee eoeoe ee ee eeeee 
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STATIONERY 
SHOW 


MAY 18-23 
Hotel New Yorker 


| Directed by GEORGE F. LITTLE MANAGEMENT, 220 FIFTH AVENUE, N. Y. 3 












See * 
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A Well Stocked esioners Department 


wceoacal 
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This all-purpose 
automatic numbering 
machine is a “best 
seller.’’ It moves fast, 
earns more profits for 
you — because it’s in 
constant demand for 
all general office 
numbering. 


WM. A. & CO., Incorporated 
eS 216 Nichols Ave 
se Brooklyn 8, N.Y 


NEW YORK e CHICAGO e SAN FRANCISCO e MONTREAL 
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RESEARCH and DEFENSE PLANS 


Are kept safe from FIRE and THEFT in 


The "COMMANDO" 


FIREPROOF and BURGLAR PROOF PLAN 
FILE — Every Drawer is a Fireproof Safe. 






me 
Approx. Ship. 
Model 400-5 Wt. 1800 Ibs 


HEAVY DUTY CASTERS STANDARD EQUIPMENT.—Holds any 
sheet up to 42” x 31”. Electric welded construction for strength. Each 
drawer protected by 1-5/8” of insulation. Outside case has 1-5/8” 
approved insulation. Thumb latch on each drawer. Unit protected 
by 4-pt. locking device. Yale key lock standard equipment. Finish 
green or gray—smooth Hammerloid—DIMENSIONS OF 5-DRAWER 
UNIT—Outside, 46-3/4 wide, 34 high, 38-1/4 deep— Max. Inside 
Drawer diam. 42-1/2 wide, 2 high, 31-1/2 deep. Pat. Applied For. 
Bears the Class C One Hour Label of the North America Safe Manu- 
facturers Ass’n.. FURNACE TESTED FOR 1 HOUR AT 1700° F 
FOR YOUR PROTECTION. Write for complete information and 
Prices — also other insulated equipment. 


“Safety is Our Business" 


Midwestern Manufacturing Corp. 


Indi Indi 
P 4, 
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Small Dictating Unit 36 
Manufacturing Co. has in- 
fully transistorized 
recording instrument printed 
circuits. The book size dictator, 
known as the Gray Audograph Key- 
Noter, weighs 5 pounds, 10 ounces. 

The new model is compatible with 
all other Gray transcribing equip- 
ment and uses a standard 20-minute 
disc. It has been designed for sim- 
plicity of appearance and operation. Push buttons control “‘talk’ 
and “‘listen’’ action. Simple movement of a scanning dial makes 
it possible to listen to any part of the recording. The Key-Noter 
is priced at $239.50 


Gray 
troduced a small, 


with 


Staple Gun 37 


A new Arrow staple gun, priced 
at $4.95 and designed for average 
home use, is built to perform a 
la) oe variety of light nailing jobs such 
as fastening shelving, closet linings, 
RD recipes. 
The JT21 model features a built 
aS in staple lifter which enables staples 
to be extracted in a jiffy, a handle 


upholstery, curtains, calendars or 


lock which permits the gun to be carried easily in the pocket 
and Arrow’s jam-proof mechanism. 
Ballpoint Pen 38 


For the first time in its 75-year 
history, the Waterman Pen Co 
nec RT is stepping into the ‘‘under-a- 
dollar’ ballpoint pen market on 
a nationwide basis with its New 
Ball Pointer. 
The 98-cent pen is said to have 
a foolproof push-button system and a silver-tipped point to 
assure smooth flow even on difficult surfaces. Each pen will be 
sold with a 30-day money-back guarantee. Plastic barrels come 
in red, black or blue. 


School Tablets 39 

The new Zorro line by Western Tab- 
let and Stationery Co. includes four 
school tablets with novelty covers. One 
cover has a cut-out mask; another, a 
reward poster; and two are recommend- 
ed for framing. 

The tablets, in color, are 8” by 10” 
and retail for 25 cents 


French Notes 40 


A new idea in letter writing has 
been introduced by White & Wy- 
ckoff Mfg. Co. The firm's French 
Notes are all-in-one  self-mailing 
notes designed for quicky corres- 
pondence. After you write the note 
you fold and seal the gummed edges, 
address and mail. No envelope 1s 
required. A recipient merely tears 
the perforated section for opening 

ready-to-mail notes retail for $1.25. The 
notes come in four shades of vellum paper. 


Units including 21 
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How to get * 
PLUS-PROFITS 


out of dictionary sales /f Fe’ 


It can be summed-up in a sentence: Sel] 
Webster’s NEW WORLD! 








Why? Because on orders for as few as five 
copies you get 40% discount. Compare 
that with your present profit margin. 


4 Webster’s NEW WORLD is the NEW- 
EST, the BIGGEST desk dictionary on 
the market. It’s bigger in size, bigger in 
number of entries, illustrations, features. 
q Display it alongside any comparable desk 
dictionary and watch it outsell all com- 

petition. 


Webster’s NEW WORLD is the “‘experts’ 
dictionary’’— used and recommended by 


people such as James Thurber, Clifton 
Fadiman, Sean O’Casey, H.V. Kaltenborn, 
q Mark Van Doren and many others. 
Webster’s NEW WORLD is officially ap- 
proved at colleges and universities 


q throughout the United States and Canada. 
It’s preferred by modern business firms. 


tomers will be seeing Webster’s NEW 
WORLD advertised in one or more nation- 
al publications— LIFE, Time, The New 

Yorker, The Wall Street Journal, 
q Saturday Review, Christian Science 
Monitor—plus local newspapers and spe- 
cial magazines. 


: 4 And every week in the year your cus- 











pDvERTISED IN 
NEW YORKER 


There’s a year-round, built-in, PLUS- 
profit selling Webster’s NEW WORLD, 


The fost Chul. mews oh at a discount to you beginning at 40% 


on as few as five copies. Get on the 


MORE THAN Ww whew thow threw decodes bandwagon! Mail the coupon below. 
142,000 ENTRIES -——-——-——-—-—-—-—-—-—-—-—-——-—-——— — -— — — — — — — — — — — — 


1,760 PAGES THE WORLD PUBLISHING COMPANY, Dept. 1, 2231 West 110th St., Cleveland 2, Ohio 
Gentlemen: 


| 
| 
3,100 TERMS (1) Please send me a trial order Name muniteaissieeiadeiail —— 
ILLUSTRATED | of 5 copies of Webster’s NEW 
| 
| 
| 
| 





WORLD Dictionary billing me @ 
$6.75 less 40% discount. 


() Please have your salesman call 

to show me free sales aids and 

discuss larger discounts for larger Cit 
quantities. "y—— 


Remember, Webster’s Address_ 


NEW WORLD Dictionary 
means big profit margins 
tegardiess of quantity = 


— ra Zone State 
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NEW... DISTINCTIVE 
EYE-CATCHING 
—_— 


HAMMOND’S 
a is” 


INFLATABLE 


ILLUMINATED 


INTERNATIONAL 
GLOBE 
$24.95 


Non illuminated 
$16.95 
























Handsome, wrought iron 
rubber-tipped table stand 
harmonizes perfectly with 
any decor; doubles as an 
attractive wall bracket. 





The world in beautiful color...on a glasslike, washable, vinyl surface. 
Unbreakable globe deflates and folds flat for storage or shipping; features 
unique lighting mechanism in axis that illuminates from within. Large, clear 
and easy to read, Hammond Illuminated International Globe measures 
almost five feet around at equator. An exceptionally decorative and useful 
appliance, it will add a note of distinction to any office or home. 


See the many opportunities offered you by the extensive line of 


Hammond globes, maps and atlases — write now for your copy of 
the latest C. S. Hammond catalog. 


Maplewood 
New Jersey 


C.S. Hammond & Co. 
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CARTS 
* 
DRAWER UNITS 
e 
PARTS BINS 
® 
SHELVING 
2] 
TOTE BOXES 
e 


TOOL STORAGE 
UNITS 


You do the billing—we do the rest. We will drop ship in your 
name using your labels if you desire. We can put your decals 
on our products; just send them in with your order. Ours is 
the highest quality equipment available of this iype. You 
~will be proud to have your name on it as many dea‘ers have 
over the last 17 years. 


WRITE TODAY FOR OUR CATALOG 

















PRODUCTS INC. 


1577 W. INDIANA AVE., PHILA. 32, PA. 
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Promotion Stand 41 


A new “Big Pak’’ stationery promotion 
stand is being offered dealers by the Os- 
born-Midwest Paper Corp., a subsidiary of 
Allied Paper Corp 

The three-color display stand standing 
52 inches high will be given with a miai- 
mum of 12 dozen Extra Count retail 
packages of stationery. Each package is 
wrapped in heavy-weight cellophane and 
price-marked at 59 cents 





Drawing Pencil 42 
Alvin & Co. has produced a 

Ee Constructor Flat Propelling 
Drawing Pencil, _ precision-de. 


eee signed to permit sharp, uniform 

— lines to be drawn at high speed 

with even density. A knurled 

shaft, made of hard rubber for 

lightness and durability, makes for easy handling. A lock-clutch 

guarantees non-slip lead grip. The pencil with a tube of one 
dozen flat leads is $2.75. 

Alvin also has introduced a 5” pocket-size lead holder for 

$1.50 and a counter display box for its Ideal Precision Lead 

Pointers 


Triangular Pen 43 


A triangular “‘finger-fit shape, said to 
improve writing ease, is one feature of 
Ferber's Trimatic push-button pen now 
being distributed. The pen is produced in 
seven different two-tone color combina- 
tions. Retail price is 29 cents. 

The pens are available in the Four-dozen, 
minimum space display shown here or 
on a Two-dozen display card. 





Merchandiser 44 


ea A new merchandise rack offering 

16.9 percent profit is being distributed 
by David Kahn, Inc., maker of Wear- 
ever pens and pencils. The rack, con- 
taining an assortment of merchandise 
with retail value of $100.83, costs the 
dealer $53.50. 

The rack occupies one square foot 
of counter space and revolves on its 
own base, making for easier selection 
from the nine different items of mer- 
; chandise including fountain pens, ball 
refills and leads 





pens, pencils, 


Ball Pen 45 


All-Rite Pen Inc. has developed a new 
product called the Hidden Helix ball pen 
to retail at $1. The “Hidden Helix’’ is a 
patented spiral mechanism sealed inside the 
ink cartridge. It automatically regulates 
the supply of ink and is said to assure an 
even, constant flow over the ball point 
down to the last drop. 

The pens have chrome caps and barrel 
colors that include black, blue, gray, green 
and maroon. 
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MORE 


Economical to Use 
Profitable to Sell 


SUPERDEX 


Ui / 
TRADE A 


FILE FOLDERS 


Regular and Reinforced 

Durable, Ready Collated 

Manila: 8 pt.—9'2 pt.—11 pt.—13 pt. 
Kraft: 8 pt.—11 pt. 

Colors: 11 pt. 











INDEX CARDS 


Guaranteed uniformity 
of size and ruling, lint-free. 
ideal for addressing machine use. 
100% Sulphite Stock 
Sizes: 3” x 5”—4” x 6”—5” x 8” 
Colors: White, Buff, Salmon, 
Green, Blue, Cherry, Canary 
Also available in 50% rag content stock 





Free Samples and Information from 


THE WARSHAW MANUFACTURING CO., INC. 


One of America’s largest manufacturers of file folders and allied products. 


1 MAIN STREET, BROOKLYN 1, N. Y. 
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BOOST 


Cie fD } Your 
==4 SALES 


CRAFTINT-DEVOE TEMPERA 
SHOW CARD COLORS! 


Bigger and better than ever! That’s what 

the Craftint Tempera Show Card Color line is! 
That’s what your sales and profits will be! 
Get on the Craftint bandwagon .. . 

and cash in on our super-advertising program 
... Every set attractively packaged to move 
itself from your shelf! Craftint-Devoe Show 
Card and Spectrum Colors add that 

extra ingredient that makes for a better poster, 
a finer showcard, a more brilliant drawing. 
Craftint-Devoe colors are POSTER- 
PERFECT! Available in 38 perfect-matched 
colors in sizes ranging from the one-ounce 


jar to the gallon size. Also in the following 3 sets: 


No. 6 Tempera Show Card Assortment, 
6 colors 


No. 12 Tempera ShowsCard Assortment, 
12 colors 


“16” Color Wheel Set, 
16 spectrum colors 


Perfect for the professional qf amateur artist... 


They sell... 
WRITE, WIRE or PHONE 


_sell.... SELL! 





nC rattint 


THE CRAFTINT MFG. COMPANY 


CLEVELAND + CHICAGO 
Tm enaits:) 
1615 Collamer Ave. Cleveland 10, Ohio 


NEW YORK «+ 


sie a 
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WORDS OF WISDOM 





ExXpeRIENncE KEEps a 
OEaR SCHOOL, BUT Fools 
WILL Learn in no other” 


BENJAMIN FRANKLIN 


Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 
paper for every office need! 





SAXON 


PAPER CORPORATION 
240 West 18th Street * New York 11, N. Y. _ 


asas asad 
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Tuc 
“see-at-a-glance 
LIFETIME MAGAZINE BINDER COVER 







PUT THE 
MAGAZINE IN, 
TAKE THE 

GUESSWORK OUT 


FINEST quality heavy-duty magazine binders. “Picture window’ 
front of clear, semi-rigid Vinylite displays magazine cover. RIGID, 
FIRM backbone and back cover of top-quality binder board sealed 
between 2 layers of Spanish crush grain Vinylite. Colors, Navy or 
Flame Red. Scuff-proof, wipes clean. Wire-O metal rod makes 
quick, easy insertion. Order by magazine height. Wonderful for 
telephone book covers (to %4” thick). 





Cat. + Max. Mag. Ht. Price 
aa #120A 8” $1.35 ea. 
Quantity discount: #1208 914" $1.50 ea. 
5% on 1 doz. #120C 10%” $1.65 ea. 
10% on 3 doz. or more #1200 11%” $1.80 ea. 
#120E 12” $1.95 ea. 
Write for catalog #120F 13” $2.20 ea. 
naa. #1206 14” $2.40 ea. 











Dealers net prices shown. 


“ pps COMPANY 


? Flushing 58, 


aN 7, 
Pia 
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NEW PRODUCTS 


Personal File 4 


Porta-File “‘Imperial’’ by Hamil 
ton-Skotch Corp. is a new personal 
filing box of extra sturdy metal cop. 
struction and finished in mahogany 
It comes complete with — inde 
lock, key and a decorative 
bronze medallion 

A companion piece will be 4 
“check size” file. Both items have 
a suggested retail price of $4.98. 


folders, 


Studio Cards 47 


Box Cards has introduced a new line 
of studio cards for 1958 _ including 
everyday, Mother's and Father's Day, 
birthday and others. The company also 
markets (white on black 
cards) and offers a brochure on its 
products 


negatives 


Squeeze Bottle Glue 48 


Tri-Tix, Inc., offers 
ucts in handy plastic squeeze 
with an exclusive plastic ap} 
the top of each bottle 


adhesive prod 
bottles 
rlicator at 
The bottles come 
in three sizes 

Products available in these dispensers 
include Vinyl Glue, an all-purpose ad- 
hesive said to be stronger than wood; 
Rubber-Glue for temporary mounting as 
on wall surfaces; and a non-wrinkling 
rubber cement 





Birthday Kit 49 


o, A Juvenile Birthday Pack containing 
; eight sheets of juvenile 
different designs is offered by 
Tie-Tie Gift Wrappings to meet the grow- 


birthday paper 
in four 


ing demand for an inexpensive unit of 
birthday wrappings. The kit 
59 cents 

Iie-Tie also announces that its rotating 
roll paper display stand (shown here) has 
been adapted for efficient ribbon merchan- 
dising by addition of a rotating ribbon 
ring. The ribbon adapter alone is $3.65 and 


retails for 





the complete stand is $14.15 


Slim Cards 50 


Barker Greeting Card Co. has an- 
nounced its 1958 Everyday releases - 
the Barker “Big Slims,” a 50-cent size 
greeting card with action on the inside. 
The pretested cards are big and yet are 
designed to fit the racks 
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BEHIND THE SCENES 

OF EVERY 

EXECUTIVE 
SUITE... 


THE ORDERLY, 
EFFICIENT KEEPING 
OF VOLUMES 
OF RECORDS: 


As you plan and sell the fine ex- 
ecutive furniture for your customers’ 
front offices, remember the grow- 
ing need for safe and economical 
records storage equipment behind 
the scenes. The management of busi- 
ness records is a vital part of 
efficient management. More and 
more records managers are speci- 

. . fying Dolin Steel transfer files as 
SELL YOUR SHARE the logical answer to their prob- 
OF THE THOUSANDS OF lems. Show your interest in help- 
DOLIN TRANSFER FILES ing to solve your customers’ records 


problems through the advantages 
SOLD YEAR 'ROUND offered by the complete line of 


DOLIN STEEL TRANSFER FILES 


3 
ee COMPLETE 


LINES 


45 
STOCK 
: SIZES 


FRONT OFFICE LOOK ''500"'s ae 


WITH EASY ACTION ROLLERS 













"6300"'s 


WITH 
NYLON GLIDES 


"A SIZE TO FIT 
EVERY RECORD" 


*% PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 


for extra profits... 

We will drop ship direct to your customers, using your 
labels — at no extra charge. No handling, no stock for 
you to reship — just bill your customer. (Free delivery 
in New York City) 


WRITE FOR DESCRIPTIVE LITERATURE 


DOLE INE METAL PRODUCTS, Inc. 


317-25 LEXINGTON AVE., BROOKLYN 16, N. Y. 
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You L sell more 


“Quick Service’ Monogramming 





Lead Pencils 


Fountain Pens 


Christmas Cards 
Writing Papers 
Book Matches 
Paper Napkins 


Playing Cards 


Leather Goods 





Write for 
details 






You can RENT a Kingsley 
Machine for only 21c a day! 


With a Kingsley Machine you can monogram 
the above gift items right in your own store! 


Give the Quick Service that brings extra vol- 
ume and profit... plus more new customers 
who can’t get Quick Service elsewhere. 


Write for a free copy of “Ideas for Mono- 
grammed Sales Promotion,” and complete in- 
formation on our Rental Plan (only 21c a day). 


KINGSLEY MACHINES 


850 Cahuenga Boulevard, Hollywood 38, California 
26S 
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7 TO 14 DAY 
SHIPMENTS 


SHIPPED IN YOUR NAME 





REGISTER COMPANY 


STANDARD & CUSTOM 
REGISTER FORMS 


All Forms Shipped 
by Royal 
are Manufactured 
by Royal 
Write or wire for 
Illustrated Catalog. 
prices, sample forms 


REGISTER 


NASHUA NH 


COMPANY 


BETTENDORF IOWA 


2 - for more details circle 
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_ Three books full of top-selling designs for all 
- tastes, priced for the volume market. Dependable, 
fast service. 


SEND FOR YOUR 3 BOOKS TODAY! 





— PueL 
re ey, 

oa 4 

ae. % 


ee a 


Greentree Publishers, Inc., Box 1513, Boston 4, Mass. 
Please send me your 3 books of 1958 Personal Christmas Card designs. 
NAME OF STORE 


BUYER'S NAME 


ADDRESS _. 
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WO WES ww te ee 
5] 


Rand McNally has prepared a new 1958 


Travel Guides 


<4 —y Vacation Guide and new road atlases. The 
a. ro 192-page Vacation Guide has a new se 
=e O tion on Mexico and up-to-date information 
on Canada and the United States. Its 


VACATION 
GUIDE 


§ -/ ue ¥ | 
4. 


Personal Tax Record 52 


A Personal Tax Record designed for 
keeping a week-to-week de- 
ductible business expenses is being of- 
fered by Dome Publishing Co. 

The record book is 41 by 9 inches 
and includes 128 pages attractively cov- 
ered. The says it could be a 
best seller per copy 


priced at $1.95. 

Also available is a 120-page road atlas 
with new “edge” index and map finders 
for $1.75 and a new 56-page ‘glove com. 
partment” road atlas with a radio guide 
for $1 






DOME 
TAX RECORD 


record of 


company 
at $1 





Writing Paper 53 


Montag Brothers, Inc., is introducing a new series of writ- 
ing papers that reflects the far-away places. Five 
boxes in 15 colors are included in Montag's Around the World 
series, which will retail for $1.50. Countries represented are 
England, France, Spain, Italy and Hawaii. 

A national tie-in promotion has been planned with Trans 
World Airlines whereby box of stationery will include a 
bonus certificate good for one free TWA travel booklet, “What 
to Know You Go 


mood of 


each 


Before 


Flashlight Pen 54 


An Infra “Night-Writer’ ballpoint 
pen with a built-in light for writing 
in the dark or under poor lighting con- 
ditions is being distributed by Silver 
Bells Limited 

The pen uses Burgess ‘“N 
tery and a GE 
Price of $4.95 includes 


cell bat- 
flashlight bulb. 
a leather case. 


9??? 


55 


Perforated Shelves 


ap New Diamond perforated metal 
: shelves by Spacemaster are avail- 
able in 30° and 60” lengths and 


in 2-inch multiples from 8” to 24” 
wide. Front edges have channels for 
price tickets and the perforations 
take a complete assortment of bin- 
ning, banding and splicing equip- 
ment. 
A new slotting principle permits 
the shelves to be placed at any angle 
The shelves are finished in baked 
in seven decorator colors 


Wood Desk Trays 


A new finish and a more sparkling wood grain beauty 
offered in the 1958 models of the Executive Series of 
Stempco wood desk trays by the Stempel Mfg. Co. The trays, 
made in both walnut and clear oak, are available in either letter 
or legal size. A felt pad covers the entire bottom. 

Each tray is in an individual shelf display 
boxes are packed in a strong carton for shipping. 





brackets 


and come 


without 
enamel 


special 


56 


are 


box and 12 
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BALL POINT ‘BEAUTIES 


GET ON THE BALL POINT BAND WAGON 
with Weldon Roberts Erasers especially made 
for correcting mistakes in ball point pen 
and pencil writing! 










*% NO. 380 BALL POINT. 


In attractive, green color, inviting texture, 


handy elliptical shape. 


% NO. 138 BALL POINT. 
Convenient. paper wrapped, pen- 
cil shaped eraser, with pull 
string for easy repointing. 
Attractive green rubber core 
in bright yellow casing. 


%* NO. 838 
BALL POINT JET. 












Convenient pocket and desk 
eraser, with green rubber core. 
In clear plastic holder with pock- 

et clip attached. Cap unscrews so 
eraser stick can be moved outward. 
NO. 8380, wot illustrated, same 
eraser with whisk brush attached in- 
stead of pocket clip. (Ideal for typists 
and office workers.) Refills, of course. 


ORDER TODAY! 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 
World's Foremost Eraser Specialists 


Eastern Canadian Agent, Ben Sanders Co., Toronto 


~ _ 
Enarwu> 


Correct Mistakes in Any Language 


LOO es 





- - = for more details circle 152 on last page 


you 
can’t miss 

with 

box 
cards 





Your customers are sitting ducks for the proved appeal of 
this line of kindly-caustic studio cards from the company 
which originated black and white designs. 
Box Cards are being sold in smart card shops everywhere 
for 25¢ each. They cost $1.50 per dozen. 
More designs by the 
talented artist 
Wm. Box appear on 
the Box Ice Buckets, 
Box Beverage Glasses, 
“Burnt Offerings®” 
our new name for 
ash trays. 





o—e display rack 
occupies 15 sq. inches. 
Rack alone $5.95. 
With 24 doz. assorted 
box cards, $41.95. 

Floor display rack occupies —> 
34 sq. inches. Rack alone 
$29.95. Holds 120 different 
box cards. 
You'll shoot yourself if you 
don’t send for our 
free brochures. 





los angeles « new york 





Dept. D 526 n. la ci ga, los 9 48 


See us at the New York Stationery Shou 
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SELL ART SUPPLIES! 


AMERICA'S NO. 1 
ART SUPPLY DISTRIBUTOR 


will service you from the coun- 
try's largest stock of all im- 
portant art supply lines. 


Write for catalogue 
and dealer discounts. 


ARTHUR BROWN & BRO. INC. 
2 W. 46th ST. NEW YORK 36, N. Y. 
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—— ground and polished 
glass lenses. The unique green 
metal display stand makes 
sales easy. Each reader at- 
tractively packaged in a|peyeee 
scarlet and grey box. 


No. 735/10 
GROUP 

CONTAINS - 
2-212"" Readers List $1.75 ea. $3.50 
2-3" Readers List 2.25 ec. 4.50 
2-31." Readers List 2.75 ea. 5.50 
2-4" Readers List 3.25 ea. 6.50 
2-42" Readers List 4.50 ea. 9.00 


TOTAL RESALE VALUE $29.00 
One $2.00 Display Stand Free with 
Each Assortment 
PRICE TO DEALER — $17.40 
Open Stocks Available Less 40% 


TESTRITE INSTRUMENT CO., INC. 


135 Monroe St., Newark 5, N. J. 
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the GIRL-SIZE FILE that does 
a MAN-SIZE JOB!... 


RKive FILES 


For Legal or 
Letter Size Filing 












Write for prices and complete information 


CVA ¢t (le) eM Tm MS-< | 


2607 North 25th Ave. ® Franklin Pork, III 
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‘ OFFICE KNIFE 


#119 

$1.00 

Also penholders, lead holders, 

. carton openers, marking pencils. At pro- 
gressive dealers everywhere. Write today for 
free illustrated catalog! 


GRIFFIN MANUFACTURING CO. 


193 LYNDHURST ST. ROCHESTER, NEW YORK 
















- - = for more details circle 134 on last page 





| 





NEW PRODUCTS 


Billboard Card 57 
A “Billboard” type card which 


folds into a regular studio card en- 
velope is produced by Imp Press. 
A catalog and samples are available 
from the national distributor, Philip 
Stahl 





Schedule Sheets 58 


Air-Com Printers has announc. 














” . «wwe! ed a new production aid called 
= - Schedule-Pal. The format is 8Y, 
“ ‘ | by 11 inches to fit three-ring 
Tt binders and each sheet handles 
| five jobs for the period of one 

re " week. 
_ Tie A complete calendar, which 
will be changed every six months, 


is printed on the back of each 






schedule sheet to allow a calendar to face each schedule in the 

binder. 

Paper Dispenser 59 

oes er A light-tight paper dispenser for 
papers used in the Dri-Stat and 


similar office photocopy processes is 
available from Peerless Photo Prod- 
ucts, Inc. List price is $3 

Made of pressed board with 4 
durable gloss finish, the dis- 
penser provides separate compatt- 
ments for both positive and negative 
papers. A handle on the top provides 
a quick means of ejecting the nega- 
tive paper one sheet at a time 


gray 


ieee ccna 


Matching Gift Wrap 60 

A new gift packaging idea — 
Sasheen gift wrap paper and ribbon 
printed with matching patterns — 
has been announced by Minnesota 
Mining and Manufacturing Co. 

Known as Trims” and 
available in three the pat- 
terms were created by 3M_ artists 
for year-around gift packaging al- 
though they are particularly recommended for birthday, 
and baby gifts. 


“Twin 


colors, 





shower 


New Chair Series 

A new 
tive, secretarial 
Royal Metal Manufacturing Co 
be shown for the first time at 
NOFA exhibit in Philadelphia 

The series has been 
complement the trend high- 
styled office settings. It is based on 
the contemporary Danish modern school 
of design Plastelle baked 
finishes on steel tube construc- 
tion will be available in a wide range 
of decorator colors 


Park Avenue series of execu 


and guest chairs by 
will 


the 
designed to 


toward 


enamel 
square 





New upholstery coverings have been adopted, 
some using light wall tones as does the 1204U model shown here 
68 
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Profit 


DUPLISTICKER labels for typewriter 
and mimeograph. Choice of 24 or 33 
addressing labels to each sheet, finest 
gummed stock. 24-on sheets, 500 to a 
box, 33-on sheets, 25, 100 and 500 
sheet lots. 


DUPLISNAP carbon-interleaved labels. 
Made in sets of 2, 3, 4, 5 and 6 sheets, 
33 labels to each sheet, interleaved with 
smudge-resistant carbon. For use with 
typewriter. 


DUPLIQUIK labels, special stock. for 
use with “Spirit” or “Liquid” process 
duplicating machines. Can also be used 
with typewriter. 33 labels on a sheet, 
packaged 100 and 500 sheets; 42 labels 
on a sheet, packaged 500 sheets. 


®) Reg. T.M.—U.S. & Canada 


==. EUREKA SPECIALTY 
at ue PRINTING COMPANY 
Dept. 50 - Scranton, Pa. 
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New convenience and 


economy with 
Dennison 


KING SIZE 


Flameproof 
Crepe Paper 


25 FOOT LONG FOLD 
RETAILS AT 49¢ 


4 BIG REASONS why this new length 
of Dennison Flameproof Crepe Paper 
is going to be the BIG SELLER: 


1. Tailor made for customers who 
want longer lengths of crepe for deco- 
rations, costumes, crafts. 


2. Packaged for display — in dust- 
free polyethylene bags. 

3. No wrapping needed — package 
has carrying handle. 

4. More profit for you . . . more con- 


venience and economy for your 
customers. 


Dennison KING SIZE Flameproof 
Crepe Paper comes in a full range of 
exciting decorator colors. 


Dennison 


FRAMINGHAM, MASSACHUSETTS 
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‘2SENCO 


1 2 3| 4 5 6 


SENCO 











-SENCO’ 


RULERS 


AND YARDSTICKS 





Show your customers the 
line with most variety... 
most features... best dis- | 
plays. Write for catalog, 
prices. Buy from your near- 
by jobber. | 


SENECA NOVELTY CO., INC. 
Mfrs. of SENCO Rulers and Yardsticks 
52-54-56 MILLER ST. 
SENECA FALLS 6,N. Y. 
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LEGAL STRUCTURE .. 
(Continued from page 25) 

the debts of his business, banks and 

suppliers will look carefully at his 

personal Consequently, the 

funds he can _ get 


wealth. 
will always be 
limited by his own circumstances. For 
this reason alone, a business requiring 
large amounts of capital for success- 
ful operation should probably not be 
organized as a single proprietorship. 

Partnerships often can raise funds 
with greater ease, since the resources 
of all partners are combined in a single 
undertaking. partners must 
accept full personal liability for busi- 


Because 


ness debts, a partnership may be able 
to borrow on better terms than some 
corporations. In addition, outsiders may 
be willing to extend credit because of 
the security deriving from the in- 
dividual partners’ full liability. 
Corporations usually are in the best 
position of all to attract capital. They 
may, for example, acquire additional 
funds by borrowing money by pledg- 
ing corporate assets. Also, they may sell 
securities to the public and attract 
a wide range of investors. A  share- 
holder's investment in a corporation 
will not subject him to any financial 
risk beyond the amount of his hold- 
ings. In addition, as a part owner, he 
has the prospect of sharing directly, 
through dividends and rising value of 


the securities, in any profits the con- 
makes. 


cern 





YOURS 


seid 


Art Materials List A 
A four-color art materials catalog has 
been released by Eberhard Faber Pencil Co 


Office Accessories B 

A 24-page “Office 
57” and a separate price list are being dis- 
tributed to dealers by Stempel Manufactut 
ing Co. 


Accessories Catalog 


Business Forms Cc 

A 32-page Stock Business Forms catalog 
is available to the stationery and printing 
trade from Newport Business Forms Co. It 
covers 45 styles of 


different sizes and 


forms 


70 





Before You 


BUY. 


MONOGRAMMING- 
PERSONALIZING 
MACHINE 


WRITE TODAY FOR 
FULL DETAILS ON 


FREE 2 WEEK 
TRIAL LOAN 


Howard Stamping 
Machine Co. 


4445 W. Belmont Chicago, Ill. 
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RAIN o 
SHINE... 


prerer EG-U-Cards 








PREFER 


Always ; 





Children’s 
Educational Games 29c 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N. Y. 
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FLAM 











NU iom 
FOLDS 


EVERYDAY 
CUTTER 


TISSUE DISPLAY 
CARTONS 


My of A 

; \\ td s ? 

IN has MASTER 

\ DISPLAY ~ EVERYDAY 
‘ FIN Weeges ASSORTMENTS PACKETS 


\ 
i 





MATCHED 
ENSEMBLES 








FIESTA PASTEL 
ENSEMBLES 


FLAMEPROOF 9 _ 


BANQUET TABLECLOTHS ~ 
wuunorablo: 
NAPKIN DESIGNS... | 
aeole @0-\| mmm ae), (4.120), mmmeli. |. id a4 


THANKS 
GIVING 


FLORAL 


CREPE PAPERS... (ols! 


IN SMART NEW, EXCLUSIVE TUTTLE COLORS 


» FLAMEPROOF oe 
ROLLS ; a 













FLAMEPROOF 
FOLDS 


STRIPED 
ROLLS 


For Every Occasion 
and Holiday .. .- 


"Aud thar oll 
eer 


Paper Specialties you want from One Source 


. 


a TUTTLE PRESS COMPANY 
‘APPLETON * WISCONSIN 


NEW YORK: 1123’ Broodway 


‘ CHICAGO: 20 N. Wacker Drive 
Telephone: ORegon 5-8590 - Telephone: CEntral 6-7013 


- + + for more details circle 162 on last page | 





OLD ENOUGH TO KNOW HOW 
... YOUNG ENOUGH TO TRY IT/* 


Old enough to know how to build the most practical 
drafting tables.... 


Young enough to introduce the latest functional innovations 
in drafting room furniture. 


No. 870 ANCOSTEEL 
DRAFTING TABLE 
+ Fingertip 
tilt control to 
full 90° vertical. 
¢ Print drawer 
full width of base. 
« Wtustrated supply and file 
drawers are optional. 


No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 















No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 

table in drafting room 

and studio. 

















a TACce 


wonnn ¢ , ' a 
AJ f } ) Cit i 


71-08 80th Street, Glendale 27, New York 
Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 


*ANCO never deviates from its strict policy 
of selling through dealers only. 
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Growing Market! (fm, SMITHCRAFTED 


Growing Sales! <= RET Belz 


. e ‘ LINE 
Growing Profits! For the Teen-ager 




































“Across the counter’’ sales and profits on the famous 
Betty Betz teen age line Smithcrafted continue to 
grow by leaps and bounds — report dealers 
throughout the country. And the reasons are as 
simple os ABC.... 


A) Millions of new youngsters enter the important 
“teen age’ bracket every year. This tremen- 
dous and ever growing market represents bil- 
lions of dollars in annual sales! 

B) This is the original, and most popular line of 
teen age leatherette products — created by 
Betty Betz, an established and well known 
figure in the teen age world. 

C) The Betty Betz line represents the ultimate in 
colorful ond attractive styling, unique and ap- 
pealing items, reknown Smithcrafted craftsman- 
ship and quality. 

The teen ager has not been fooled by imitations! 

Continue to display . . . sell and profit on the 

number | teen age leatherette line. 


complete details and prices 
on request 








THE S. K. SMITH COMPANY, 2857 North Western Avenue, Chicago 18, Illinois 


225 Fifth Avenue, New York, N.Y 122 Merchandise Mart, Dallas 













Year ’round 
best seller... 








The Come jon ploy o you 
rods threwah the mansr. side 





PAPER PUNCH 


one of 3 new travel games Simplest, surest paper punch made. Punches all 


4 ae : 3 holes for 3-ring binder sheets at a single squeeze. 
with unlimited gift appeal No adjustments to make, no gauges to set, no 


Givers, places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
“3 INGO ounces; fits brief case or desk drawer. $4.00 list. 





rnace Order from your Wholesaler 
Colorful, illustrated games of observation for ee 2 <meens Rae 
travelers from 6 to 60. Profitably priced mul- ee ae eee 


\%" from back binding edge — 


tiple sale and repeat sale item. Self mailing standard spacing 11" x 814" sheets. 


package adds bonus gift appeal. 


. ai NEW ENGLAND PAPER PUNCH CO. 
Write for new catalog and price lst NATICK, MASSACHUSETTS 


C. SCOTT BLAKESLEE & ASSOCIATES © Travel Game Publishers Se on ae } 


Western Merchandise Mart, 1355 Market St., San Francisco 
BOX 174 GRAND RAPIDS, MICHIGAN 






PAPER PUNCH | 
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AS I SEE IT 


by Donald Prey 


Secretary-treasurer, Wholesale Stationers’ Association 





he many thousands of stationery 

dealers who read this publication 
may gain new insight on the economic 
function of the wholesale stationer 
by considering the following address 
made by an official of the Wholesale 
Stationers Assn. at two recent con- 
ferences of wholesalers, one in Winni- 
peg and one in Cleveland. It is entitled 
“Be A WHOLE-saler.”’ 

Today, the stationery dealer and the 
manufacturer are taking a new look at 
the wholesale stationer and his op- 
eration, The proportion of stationers 
products moving through the whole- 
saler is increasing. Forty-five thousand 
miles throughout North America dur- 
ing the past year, interviewing dealers, 
wholesalers and manufacturers, have 
convinced me that the reason for this 
“new look’’ is that, at last, wholesaler 
firms are taking seriously the com- 
mand — “Be a WHOLE-saler.” 

(1) The wholesaler must recognize 
and must effectively point out the 
WHOLE cost picture for the manufac- 
turer and the retailer. Specifically, for 
the manufacturer, his WHOLE picture 
is not just total sales penetration of 
each territory, but finding the way of 
achieving such penetration with the 
least sales cost. For the retailer, his 
WHOLE picture is not just buying 
cach unit at a gross profit, but finding 
a way of achieving such profit with 
the fastest turnover of each unit and 
the widest spread of his limited capital 
over the largest number of such profit- 
able units, so as to earn the largest 
capital return. 

(2) The wholesaler must know the 
WHOLE picture about the product he 
distributes, In the past, it was thought 
impossible for a wholesaler’s salesman 
to be expected to possess adequate 
product knowledge for all the items 
he sells to dealers, This is no longer 
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the case. In other industries the prob- 
lems have been overcome. Today, the 
wholesaler’s salesman is having more 
sales meetings, the trade exhibits at his 
conventions are made more meaning- 
ful, work is done to improve the print- 
ed informational materials issued by 
the manufacturers, and considerably 
more communication exists between 
the manufacturer's salesmen and the 
wholesaler’s salesmen. Linked with the 
modern wholesaler’s WHOLE know- 
ledge of his product in the grasp of 
the WHOLE promotional program by 
the wholesaler — a program intended 
to get that product into the consumer's 
hands. 

(3) The wholesaler must know the 
WHOLE picture on market trends. 
His duty is not just to carry an item 
on which his salesmen receive a de- 
mand, or on the request of a per- 
suasive manufacturer. The modern ef- 
fective wholesaler must be constantly 
studying marketing trends, His sales- 
men must be prepared to counsel 
dealers, and his buyers must in turn 
counsel manufacturers who offer new 
lines. No type of firm is in a better 
position to gain a WHOLE accurate 
view of the sales trends in a specific 
territory than the wholesaler. The 
WSA Market Studies Committee is 
now offering market study data to 
its member wholesalers. This also will 
benefit the retailer and the manufac- 
turer. With the WHOLE 6sstatistical 
picture in mind, then and only then 
can the wholesaler’s salesman engage 
in “planned selling” about which we 
hear so much today. This “planned 
selling’ saves the time of the re- 
tailer and places him in touch with 
the latest and most profitable items. 

(4) The wholesaler must learn to 
sell the WHOLE services of the 
wholesaler, Usually in the past, the 






wholesaler’s salesman simply sought to 
sell the items in his catalog. He did 
not offer the dealer (a) the inventory 
checking services available, (b) a sug- 
gested list of basic stock items for 
each department, or (c) a promotion 
program in the store for the sale of 
the items. Today's wholesaler knows 
that his job is not finished unless the 
products move off the dealer's shelves 
and unless they move off rapidly with 
the least tie-up of capital for the 
dealer. The wholesaler’s salesman must 
find ways and means to point up these 
services to the dealer. An Education 
Committee of WSA is today supply- 
ing the salesmen of the member com- 
panies with ideas along this line. This 
effort will help the retailer to im- 
prove his profit position, as well as 
make wholesalers true WHOLE-salers. 

(5) The wholesaler must know the 
WHOLE cost picture in his own op- 
eration, Even though the demand for 
office supplies is sometimes called 
“recession proof,” this does not mean 
that the distributor of office supplies 
(be he retailer, wholesaler or manu- 
facturer) does not have the same prob- 
lems as in other trades of keeping his 
expenses from rising above his sales 
or of showing a decent return on the 
capital invested in his enterprise. In 
fact, the NSOEA figures show that 
stationery dealers have been, on the 
average, failing to achieve a decent 
return on capital. Partial studies of 
the figures on wholesalers reveal the 
same failure. Efforts are now being 
made by wholesalers to exchange cost 
figures on operation of warehousing, 
selling, catalog, etc., in the hope of 
achieving helpful cost guides for the 
future. 

(6) The wholesaler must see the 
WHOLE packing and packaging prob- 
lem in the stationers products industry. 
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Improvements in this industry have 
been way behind other industries. One 
reason has been that the wholesaler’s 
voice has been little heeded in the 
past. Within the past year, wholesalers 
and manufacturers have worked to- 
gether to adopt ‘ground rules’’ toward 
improving packing and packaging. 
These rules were adopted at the WSA 
Convention on March 5. A copy of 
these rules may be obtained by writing 
the WSA Office at 1609 Sherman 
Avenue, Evanston, III, 

On the “road to profitable market- 
ing of stationers products,” the manu- 
facturers, wholesalers and dealers must 
constantly reappraise their respective 
roles and functions. To meet success- 
fully today the competition of the 
supermarkets, the discount houses and 
the integrated mass merchandisers, 
the thousands of independent retailers, 
wholesalers and manufacturers (the 
heart and strength of our economic 
system) must form a_ synchronized 
merchandising team, 

The wholesaler, like the retailer and 
the manufacturer, must appreciate that 
there is more to life than the profit he 
must make to function and to keep the 
other two members of the team also 
profitably functioning. Yes, there is 
the economic system itself — _ this 
distributive democracy that breathes 
liberty and builds ever widening 
vistas of opportunity for all. And 
beyond this system even, or within it, 





HEBREW 
GREETING CARDS 


We are the oldest company in the U.S.A. 
specializing in the manufacture of a com- 
plete line of cards for the HEBREW NEW 
YEAR and for all other Jewish accasions. 
Our designs have specific Hebrew motifs 
and are therefore successfully sold by 
every leading card and book shop in the 
U.S.A. and abroad. Printers can obtain 
blanks for personalized cards. Our line 
consists of: 


HEBREW NEW YEAR BAR MITZVAH 
HANUKKAH BAS MITZVAH 
PURIM BIRTHDAY 
PASSOVER CONFIRMATION 
JEWISH MOTHER’S DAY GET WELL 
JEWISH FATHER’S DAY GRADUATION 
GIFT WRAP & RIBBON SYMPATHY 
for HANUKKAH & EVERYDAY WEDDING 
HUMOROUS (JEWISH-AMERICAN) 
WEDDING ANNIVERSARY 


Ask for our descriptive price list, or to 
have our salesman visit you. 


Hebrew 
Publishing Company 


77-79 Delancey St. New York 2, N. Y. 


We also publish BIBLES & BOOKS of Jewish 
interest. Send for free catalog. 


are the people of North America 
themselves — small or large, buyer or 
seller, shipper or bookkeeper, manager 
or investor. To each of these people 
a salesman’s duty is owed. Thus the 
wholesaler today becomes the WHOLE 
man through his trade association. In 
its meetings and programs he is facing 
up to the WHOLE of life — the 
economics, the politics, the life of our 
times. The trade association holds the 
WHOLE picture steadily before him. 
He becomes, WHOLE- 
SALER. 


indeed, a 


March 27 — NOFA Sales Management 


Clinic, 
delphia. 


Hotel Bellevue-Stratford, Ph 


March 28-31 — National Office Fug 
ture Assn. Convention and Exhif 
Bellevue-Stratford Hotel and Conventi 
Hall, Philadelphia. 

April 6 — Easter. 


April 10-11 — District 9, NSOEA, m 
ing, Jung Hotel, New Orleans, La. 
April 13-19 — Brand Names Week. 
April 18-19 — District 4, NSOEA, m 
ing, Peabody Hotel, Memphis, Tenn. 
April 20-26 — National Secretaries We 
May 1-4 — Eighth Annual Convent 


and Trade Show, National Art Materi 
Trade Assn., Meshes Hotel, Chicago 


May 2-3 — District 14, NSOEA, me 
ing, Hotel Westward Ho, Phoen 
Arizona. 


May 5 — WSA Southwestern confereng 
Adolphus Hotel, Dallas, Texas. 


May 8-9 — District 11, NSOEA, meetin 
Sun Valley, Idaho. 








CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth or ow 2nd month 
preceding the month in which the magazine is issued. RA’ 
Minimum Order: $4.50. Names and address are to be alia ‘in the count. 
Initials or sets of figures are to be counted as one word. 


: 20c a word. 








HELP WANTED 


FOR SALE 





Manufacturers representatives wanted to 
sell dealers new, essential item with vast 
potential orders and constant repeats. 
Compellingly priced. Liberal commissions. 
Box 186, Modern Stationer & Office 
Equipment Dealer, 405 Superior 
Street, Duluth 2, Minn. 4-58 


Experienced Resident Salesmen wanted 
for beautifully styled, popularly priced, 
Imported Social ‘Stationery and Boxed 
Christmas Cards. Representation wanted 
for Department Stores, Stationery Stores 
and Gift Shops. Good opportunity. Com- 
mission basis. All territories open. 
Write indicating lines now carried and 
territory covered. Bradford Stationery, 
15 West 5list Street, New York 19, * z= 


Excellent opening for experienced sales- 
man with leading manutacturer of sta- 
tionery and school supplies, age 25 to 40. 
Send full particulars age, experience, 
etc. Contact Richard Schiffman, c/o 
Montag Brothers, Inc., 245 North High- 
jand Avenue N. E., Atlanta, Georgia. 4-58 
STATIONERY SALESMEN 

Unusual opportunity; large AAI manu- 
facturing firm is about to introduce a 
fabulously exciting line that is really 
different. It contains diary, autograph 
books, photo cases etc. Easy to carry. 
We need real distribution to department 
stores, stationery & gift stores. Liberal 
commission. Contact Herbert Siris, Siris 
eeneny 780 E. 134, Bronx 54, 
7" 4-58 
SALES MANAGER: ‘Nationally known 
progressive Eastern manufacturer sell- 
ing to Stationery and other miscellaneous 
wholesalers, desirous of hiring throughly 
experienced mature man to take full 
charge of national sales. Position en- 
tails direction of well-trained factory 
sales, promotional and advertising per- 
sonnel, and field sales force. State age, 
experience, present salary and compen- 
sation requirements. Box 187, Modern 
Stationer & Office Equipment Dealer, 
405 E. Superior Street, Duluth 2, —. 
4-58 


Salesmen to sell CHRISTMAS CARI 
CLOSE-OUTS; terrific values in_ fin 
steel-die Christmas cards — religiou 
Currier & Ives, music designs, etc. Wil 
ems Paper, 19 Hudson St., New BS 





Save money! Silver tip ball pen ref 

individually packaged and guaranteed 
Dozen, $1.00, hundred, $5.85, thousan 
$50.00, all prepaid. First quality, ten da 
return privilege. Colors if desired. Bo 
564, Houma, La. : 








Stac) 


Fine Leather Desk Sets 
Pads and Accessories 


CATALOGUE NO. 56 
ON REQUEST 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 
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)VERTISED PRODUCTS 


Acco Products, Inc. — binders — page 
4. 


Add Sales Company — 
shelves — page 52. 


self-service 


All-Rite Pen, Inc. — ball point pen — 
page 39 


American Latex Products Corp. — foam 
office chair cushions — page 43. 


American Ribbon & Carbon Co., Inc. — 


typewriter ribbon — page 37. 

Anco Wood Specialties, Inc. — drafting 
table — page 71. 

Angler's Co. — briefcase — page 48. 
Angler's Co. — magazine binder covers 
— page 64 


Art Guild of Williamsburg — greeting 
cords — page 3 


Bonkers Box Co. — files — page 68. 
Bay Products, Inc. — files — page 62. 
Bee Paper Co. — drawing paper — 
poge 52. 

Box Cards — cards — page 67. 
Bylman Corp., The — store fixtures 
page 58. 


Geo. Little Mgmt. — Management — 
New York Stationery Show — page 59 


C-Thru Ruler Co. 
etc. — page 40. 


— rulers, triangles, 


Colonial Candle Co. — candles — page 
56, 


Craftint Mfg. Co. — show card colors 
— page 63. 

Cushman & Denison Mfg. Co. — key- 
drawer — page 16. 

Dennison Mfg. Co. — crepe paper — 
page 69. 

Eaton Paper Corp. — record books — 
2nd cover. 

Ed-U-Cards Mfg. Corp. 
page 70. 


Empire Pencil Co., Division of Hassen- 
feld Bros., Inc. — pencils — page 49. 


Simply circle the num- 
ber of the product or 
ervice you would like 
ME Saleh, Mu aslela-meolelel ene 
ind drop *h:s card in 
convenient mailbox 


No postage is needed. 


tell me more.. 


about these _ 


124 Encores, Inc. — greeting cards — page 
42. 

125 Eureka Specialty Printing Co. 
— page 69. 


126 Faber, Eberhard, Pencil Co. 
bands — page 36. 


— labels 
— rubber 


127 Burroughs Corp. 
page 35 

128 Fisher Pen Co. — pens and ball pen 
refills — page 13. 


— carbon paper — 


129 Brown, Arthur — art supplies — page 
68. 


130 Force, Wm. A., & Co., Inc. — number- 
ing machine — page 60. 

131 Gibson, C. R. & Co. — wedding album 
— page 9 

132 Globe-Wernicke Co. 
— 3rd cover. 


133 Greentree Publishing Co. — personal 
Christmas Cards — page 66. 


134 Griffin Mfg. Co. 
page 68. 


135 Hamilton Mfg. Corp. 
— page 45. 


136 Hammond, C. S. & Co. — 
world globe — page 62. 


— office furniture 


— office knife — 
— executive chair 
inflatable 
137 Howard Stamping Machine Co. — 


monogramming machine — page 70. 


138 Ketcham & McDougall, Inc. — 
pad — page 42. 


phone 


139 Kingsley Stamping Machine Co. — 
monogramming machine — page 65. 


140 Koh-l-Noor Pencil Co., 
— page 54, 

141 Lindy Pen Co., Inc. 
— page 38. 


142 Melind, Louis, Co. 
— page 46. 


Inc. — ink pencil 


— ball point pen 


— marking devices 


143 Merriam, G. & C., Co. — dictionaries — 
page 33. 
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Tell-Me-More Dept. 
Please print or Street 


type information City .. 


Business Name 


Midwestern Mfg. Corp, — safe — page 
60. 


Modern Specialties Co, — carton cutter 
— page 44. 


National Artcrafts, 
album — page 57. 


Inc., — wedding 
New England Paper Punch Co. — paper 
punch — page 72 

Noesting Pin Ticket Co., Inc. — paper 
clips — page 48. 

Olivetti Corp. of America — typewriters 
— page 10. 

Oxford Filing Supply Co. — 
equipment — page 51. 


Paper Art Co. 
page 56. 


filing 
— napkin display — 


Roberts, Weldon, Rubber Co. — erasers 
— page 67. 

Rowles, E. W. A., Co. — chalkboards, 
bulletin boards — page 44. 

Royal Register Co. — register forms — 
page 66. 


Saxon Paper Corp. 
— page 64. 


— typewriter paper 


Seal-O-Matic Dispenser Corp. — dis- 
pensers, moisteners and sealers — page 
4. 


Seneca Novelty Co., Inc. 
page 70. 


— rulers — 


Smith, S. K., Co. — leatherette display 
— page 72. 


Stanmor Corp. — lines wanted — page 
53. 


Testrite Instrument Co., Inc. 
fiers — page 68. 


— magni- 


Thompson-Winchester Co., Inc. — ad- 
hesive discs — page 57. 


Tuttle Press Co., The — paper goods 
— page 71. 


Vail Mfg. Co. — stapler — page 55. 
(Continued on other side) 


Position . 











New Products: 1 2 
11 12 13 14 
23 24 25 26 
35 36 37 38 
47 48 49 50 
59 60 61 


Yours for the asking: A B C 


Advertised Products: 101 102 
109 110 111 112 
119 120 121 122 
129 130 131 132 
139 140 141 142 
149 150 151 152 
159 160 161 162 
169 170 172 173 


Note: 


103 
113 
123 
133 
143 
153 
163 
174 


104 105 106 
114 115 116 
124 125 126 
134 135 136 
144 145 146 
154 155 156 
164 165 166 


Inquiries for items listed not serviced after 3 months from date of issue. 





~ tell me more. «2 


about these | 


ADVERTISED PRODUCTS = wise choirs 


(Continued from other side) Suspension File 


164 Venus Pen & Pencil Corp. — ball point Built-in Safe 
pens — page 6. Floor Mat 


165 Warshaw Mfg. Co., Inc. — file folders, . 
index cards — page 63. Safe Display 


166 Weber, F., Co. — oil colors — page Furniture in Color 
54. 


a Desk Organizer 
167 White & Wyckoff Mfg. Co. — Christmas 


Cards — page 41. Modern Desk 


168 Wilson-Jones Co. — post binders — Accounting Record Safe 


page 15. 


169 World Publishing Co., The — new 
world dictionary — page 61. Stee! Lockers 


Wastebasket 


170 Write, Inc. — carbon paper, typewriter 
ribbons — page 46. 


172 Blakeslee, C. Scott — games — page 72. Ash Tray 
173 Dolin Metal Products — files — page Memo Writer 


Card File 


Wall-Saver Chair 
174 Hebrew Publishers — greeting cards — 


poge 74, Collator 


Tape Dispenser 


NEW PRODUCTS Cartridge Fountoin Pen 


Executive Desks Folding Machine 
Aluminum Base Chair Ballpoint Ink 


Lounge Furniture 10-Key Calculator 


Upholstered Chairs Painting Set 
Typewriter Pad Side Arm Stapler 
Safe-Chest Carbon Set 
Bar Cabinet Wall Clock 


Storage Files Small Dictating Unit 


Large-drawer Table Staple Gun 
Air Purifier Ballpoint Pen 


No 


Postage Stamp 


Necessary 


If Mailed in the 


United States 








BUSINESS REPLY CARD 





FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&aR., DULUTH, MINN. 

















TELL-ME-MORE DEPT. 
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405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 





ate 


School Tablets 
French Notes 
Promotion Stand 
Drawing Pencil 


Triangular Pen 
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Merchandiser 

Ball Pen 

Personal File 

Studio Cards 
Squeeze Bottle Glue 
Birthday Kit 

Slim Cards 

Travel Guides 
Personal Tax Record 
Writing Paper 
Flashlight Pen 
Perforated Shelves 
Wood Desk Trays 
Billboard Card 
Schedule Sheets 
Paper Dispenser 
Matching Gift Wrap 


New Chair Series 


YOURS | 
FOR THE ASKING © 


Art Materials List e 


Office Accessories 


Business Forms 


To obtain additionc 
information on nev 
products, literature © 
advertised produc! 
described in this issu 
use this card, which 
provided for your co! 
venience. 
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EXECUTIVE TECHNIPLAN 


Reflecting only the finest taste . . . limited only by the imagination 
Executive Techniplan is the most sought-after furniture for offices today. 
Featuring unlimited arrangements of standard components, each Executive 
Techniplan office is as personal as it is functional. For Executive Techniplan, 
the original metal modular office equipment is designed to satisfy your most 
discriminating customers who demand the finest available. 

These customers are part of a tremendous ready-made market, available 
to you as a Globe-Wernicke franchised dealer. Hundreds of businesses and 
industries agree there is nothing finer than G/W metal office equipment. And 
each year, as their needs increase, they purchase more and more Globe- 


Wernicke metal modular office furniture and equipment. 


Why not start today toward building that important customer satisfaction 
on which a very profitable future rests? Now is the time to investigate all 
the outstanding advantages of a Globe-Wernicke Franchised Dealership. Write 


for full information that may lead to an entirely revitalized business for you. 


remember GLOBE-WERNICKE 


success depends on the 


strength of your line The Globe-Wernicke Co. ¢ Cincinnati 12, Ohio 
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from the Flower Wedding Line... 


most popular faces of the year!) 


bYREGENCY 


Co C (ff 
Ms and. Wes Odward Dd Darmon 


VENETIAN 


Mn. and « Mra. Honn th B Vint x 


Regency Heliograving (not to 
be confused with engraving) 
stimulates sales for you with 
all these extra advantages! 


@ joined letters in exclusive new 
Regency scripts! 
m sharper, more legible letters! 


@ new effects with superimposed 
and angled letters! 


m superior craftsmanship at an 
amazingly low price! 


FLORENTINE 


A: Qn d © rd. Wiliam Of Bor ning 


FLEMISH 
~ ©) OV 4 (0 ’ 
r. and Jl\ro. Jioy Oward Lar ghton 
RIVIERA 
Wr. and Wtrs. Arthur R. Broderick 
FLORIDIAN 
q y 
Mr. and Mrs. George R. W erylord 
« , 
ROMAN STYLUS 
ry ¢ mM Vv Bi 
Mr ond Mrs Samuel McKinley ord 


BASQUE 


Mc. and Mrs. Chomas Barry Nichols 


LONDON TEXT 


FREE! 


Flower Wedding 
Line Catalogue 


Features a complete selection 

of all the most asked-for styles! 
Postpaid shipment within two 
days of order! Full 50% discount? 


address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS 


28 West 23rd Street, New York 10, N. Y. 








